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Many an insurance policy 
has been “pre-sold” by advertising in the Post 


URVEY after survey proves that people 

pay more attention to advertising in The 
Saturday Evening Post than in any other 
magazine. 

This is of great importance in the selling of 
such a service as insurance, where reader faith 
plays such a great part. 

Added to the faith of Post readers is their 
financial ability to buy insurance. Here, too, 
and by every means of measuring buying power, 
Post families stand high above the national 
average. 

Not only are Post readers stirred to buy, but 
they have the means to buy. 


This fact has long been recognized by 
leading life insurance companies. In the 
past ten years, the 10 regular insurance ad- 
vertisers have placed more of their advertis- 
ing in the Post than in any other magazine. 
In fact, during the entire ten-year period 
one-third of all magazine advertising money 
spent by these insurance companies in mag- 
azines has been concentrated in the Post. 
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GROWTH OF ORDINARY LIFE 
INSURANCE IN FORCE (IN BILLIONS 
OF DOLLARS) BY LEADING LIFE 
INSURANCE COMPANIES FROM 
1935 THROUGH 1944 
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The combination of the desire and the ability to 
buy insurance has paid Post insurance advertiis- 
ers handsomely. In the last ten years, the growth 
of ordinary life insurance in force of the ten con- 
sistent Post insurance advertisers has been 340% 
greater than that of fifteen irregular or non- 


advertisers. 
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New Strategy Is 
Employed in 
Health Cover Bill 


{ Revenue Provisions 
Left Out So New Com- 
mittees Get Measure 


WASHINGTON — New sstrategy is 
being employed by proponents of Presi- 
dent Truman’s health insurance program 
by having the revised Wagner-Murray- 
Dingell bill embodying the plan intro- 
duced without provisions for revenue to 
provide the benefits. By using this ap- 
proach the bills were referred to the 
Senate committee on education and la- 
bor and the House committee on inter- 
state and foreign commerce instead of to 
the Senate finance committee and the 
House ways and means committee 
where-former proposals extending social 
security have been buried. In a state- 
ment accompanying his 78 page Dill, 
Senator Wagner of New York points 
out that this method was employed in 
enacting railroad retirement legislation 
in 1935 and 1937. “If the Congress 
thinks that it is sound to provide pre- 
paid medical care, the method of financ- 
ing such a plan can be worked out joint- 
ly by the appropriate committees which 
have jurisdiction over these matters,” he 
explains. 


Wagner Presents Arguments 





The new measure which has been in- 
troduced in both houses covers public 
health services, maternal and_ child 
health services, medical care for needy 
persons and medical research in addition 
to the prepaid medical care provision. In 
explaining the latter he holds that “the 
financial barrier to adequate hospital and 
medical care is the basic reason for the 
unequal distribution of doctors and hos- 
pitals as between urban and_ rural 
areas, and as between prosperous and 
underprivileged communities. It is the 
basic reason for the failure of low-in- 
come families to receive as much med- 
ical care as the well-to-do, although they 
have more sickness. 


Breaks Down Financial Barriers 


“A system of prepaid medical care 
will go a long way toward breaking 
down this financial barrier. Such a sys- 
tem will enable the people to obtain all 
needed medical care, and will give them 
security against catastrophic costs for 
which they cannot budget individually. 
It will encourage doctors to’ settle in 
tural areas, and communities to con- 
struct needed hospitals and health cen- 
ters, by assuring adequate incomes, 
‘quipment, and facilities for modern 
medical practice. It will benefit patients, 
doctors and hospitals.” 

A nation-wide comprehensive prepay- 
ment medical care plan can be financed 
wi any one of several different ways, Mr. 
Wagner points out. “Premiums can, for 
such a purpose, be raised through in- 
‘ome or general taxes or through payroll 
contributions, or both. In either case 
Minimum and maximum provisions can 
be provided. The extent of a general 
Sovernmental contribution out of gen- 
Ffal revenues to such a plan depends 
HPon the comprehensiveness of the 
Soups covered and the services pro- 
Mded. All in all, these problems are 
(CONTINUED ON PAGE 20) 








NSLI to Men 


By H. C. HALLAM 


WASHINGTON—Contrary to alle- 
gations which have been made since 
V-J Day that veterans are apathetic 
toward their National Service Life In- 
surance, and that this apathy is due in 
part to lack of a proper educational and 
servicing program on the part of the 
armed services during the period of de- 
mobilization, it appears that neither 
premise is entirely justified by informa- 
tion obtained from the War Department. 


So far as the army is concerned, it: 


is understood, official surveys indicate 
that men being discharged during recent 
months, approximately 63% have dis- 
played interest in their insurance for 
post-war purposes, approximately 50% 
have stated that they plan to retain all 
or part of their government life insur- 
ance in civilian life, and approximately 
33%—considerably more than the com- 
monly accepted 20%—have actually 
continued it on either a term or con- 
verted basis after separation from the 
service. 


Personal Servicing Program 


There is being undertaken a uniform 
educational and personal servicing pro- 
gram, on an army-wide basis, prior to 
and during the actual process of separa- 
tion. This program envisages, it is 
stated, that men shall be informed of 
the value of life insurance in general, 
that it shall be pointed out that there 
is no connection between NSLI and 
life insurance issued by commercial 
companies, that the features and ad- 
vantages of NSLI shall be explained, 
with special emphasis on its low cost 
due to absorption of administrative ex- 
penses by the government, the fact that 
settlement provisions to beneficiaries are 
very liberal, that the present 5-year 
term policies have been extended for 
an additional three years, that the poli- 
cies contain disability waiver of pre- 
mium protection, that present term 
policies may be converted to one of 
several permanent plans at any time 
before expiration of the term period, 
that the insurance is especially valuable 
to those who have been rendered un- 
insurable through disability sustained 
in military service, and further that all 
insured shall be encouraged to keep their 
term insurance in force until they are 
established in their civilian jobs and 
can then decide what type and how 
much permanent insurance they can 
afford. 

In this connection, it is stated that 
the army has always strongly urged 
men, upon their entry into the military 
service, to adequately protect their 
families with NSLI because the need 
for such protection was very clearly 
evident and the pursuance of any other 
policy would have been open to criticism. 
Also, the army has discouraged con- 
version of NSLI, in general, during war 
time because the needs and require- 
ments of service personnel, after dis- 
charge, were an unknown factor and 
the average service man was in no 
position to know what he could afford 
after the war. It was also desired to 
afford the maximum protection possible 
to the man and his beneficiaries until 
after the conclusion of hostilities. 

Now that the war is over, it is still 
believed that the assumption of a definite 
position as to the amount and kind of 
permanent NSLI that a man should 
keep after he returns to civilian life, 
is not the prerogative of the army. 
Not until future developments in civ- 
ilian life have crystallized a man’s needs 
and his ability to pay for insurance, 
can it be determined how NSLI on a 
permanent plan will fit’ into his whole 


How Army Is Presenting 


at Discharge 


life insurance situation. However, 
pointed out, the army believes he should 
be schooled during the period of de- 
mobilization in the value of life insur- 
ance in general, have explained to him 
the features and advantages of govern- 
ment insurance and should be encouraged 
to retain his term insurance until such 
time as he is readjusted to civilian pur- 
suits and can then determine for himself 
the applicability of permanent NSLI to 
his needs. 

The army’s program also provides 
that applications for additional NSLI 
for those desiring to take advantage of 
the three year extension provision, wili 
be processed in so far as possible prior 
to separation of men from the service, 
that beneficiary designations shall be 
checked to determine if they are in ac- 
cord with present desires and circum- 
stances of the insured, and particularly 
that officers charged with the adminis- 
tration of the life insurance program 
at zone of the interior hospitals will 
make certain that applications of all 
those who are eligible for disability 
premium waiver benefits are completed 
and submitted prior to the time of the 
applicant’s discharge from the service. 


Trained Counselors 


These policies have been promulgated 
to the field, and as much of the educa- 
tional and servicing program as possible 
is being put into effect on transports 
returning men to the continental United 
States for discharge, and at ZI instal- 
lations and in ZI units where men are 
awaiting discharge. At all separation 
centers the showing of a sound film 
entitled “You CAN Take It With You,” 
covering the essential points to be finally 
stressed in connection with NSLI, has 
been made mandatory, and trained con- 
selors provide answers to questions of 
an individual nature. 

Under public law 118, 79th Congress, 
NSLI policies which have been applied 
for and made effective on or before 
Dec. 31, 1945 are automatically extended 
for a period of three years. Men 
leaving the service today, for instance, 
can have a term policy running for 
eight years from the original date of 
the policy, with the same premium rate, 

(CONTINUED ON PAGE 24) 








Life Committee 
Program Set for 
Grand Rapids 


Commissioner Allyn, of Connecticut, 
chairman of the life committee of the 
National Association of Insurance Com- 
missioners has announced the tentative 
program for that committee at Grand 
Rapids next week. The program is: 

1. Progress report of subcommittee 
on group life insurance studying the de- 
sirability of adopting a new standard 
definition and new standard provisions 
for group life insurange policies. 

2. Progress of standard nonforfeiture 
legislation in various states; proposed re- 
vision of standard nonforfeiture laws de- 
signed to clarify the method of stating 
and showing nonforfeiture values. 

3. Changes made during 1945 in state 
statutes relative to investments of life 
companies, which changes were designed 
to enlarge the investment field for such 
companies. “a : 

4, War clauses in life policies—dis- 
cussion of any remaining problems. 

5. Discussion of any problems pe- 
culiar to life insurance arising out of the 
insurance is commerce decision. 


Fraternal Leaders 


Gather in Chicago 
This Week 


Below Slated for 
President—Consider 
Problems Facing Societies 


By DALE R. SCHILLING 
The annual convention of the Na- 
tional Fraternal Congress is in full 


swing and will wind up late Friday 
afternoon. Walter C. Below, president 
of Fidelity Life of Fulton, Ill. is slated 
to be named president and will be in- 
stalled with- Tom L. McCullough, presi- 
dent of Praetorians of Dallas, as the 
installing officer and an escort from the 


Women’s Catholic Order of Foresters. 

Despite the late lifting of the ODT 
convention attendance limitation, which 
gave little time for preparation of a 
program, the set papers this year were 
most interesting and a number provided 
keen analyses of current or future con- 
ditions facing the fraternal societies. 

Fraternal life insurance until recent 
years tended to look backwards, but the 
Chicago program this week demon- 
strated a capacity and desire of the 
fraternal leaders to look forward, while 
not entirely deserting the old order and 
methods which have made fraternal life 
insurance distinctive. 

Typifies New Spirit 

Walter Below typifies the new spirit 
in the N.F.C. He is an aggressive 
younger executive whose society is most 
modern in its sales approach although 
it believes in the lodge system and the 
special welfare work for members which 
helps to constitute fraternalism. 

Farrar Newberry, head of W.O.W. 
of Omaha and retiring president, pre- 
sided at the Chicago meeting. He has 
had a most active administration which 
faced serious threats to fraternal socie- 
ties including resumption of effort in 
many states to tax them although they 
always had been considered as_ non- 
profit, non-taxable institutions and are 
so specified in state laws. The New- 
berry administration was mainly suc- 
cessful in fending off these tax efforts. 
Another danger that was encountered 
was an attempt to force the licensing of 
fraternal field representatives. In the 
fraternal system the majority of repre- 
sentatives are not compensated as are 
life agents of old line companies, for 
they are essentially members who 
through enthusiasm for fraternal work 
help to bring in new members, not only 

(CONTINUED ON PAGE 21) 


Insert on N.F.C. 








A comprehensive news report of the 
National Fraternal Congress convention 
at Chicago this week, with numerous 
flash pictures of leading fraternalists, 
taking part, will be presented in a special 
16-page insert in the Dec. 7 edition. This 
will include a first hand account of the 
proceedings at general sessions and the 
annual meetings of the various N.F.C. 
sections, the Fraternal Actuarial Associ- 
ation and Fraternal Field Managers 
Association, together with digests of 
many of the addresses and: most sigm- 
ficant reports. ied 
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Industrial Insurers 
Meet Next Week 


Strong Program Arranged 
for Annual Meeting in 
Nashville Dec 4-6 


NASHVILLE, TENN.—The Indus- 
trial Insurers Conference will hold its 
annual meeting here next week, with the 
largest attendance in its history assured, 
and with a well-rounded program which 
starts with a meeting of the executive 
committee Tuesday night, Dec. 4. Ed- 
win W. Craig, president of National 
Life & Accident, is president of the con- 
ference. The sessions proper will be 
held on Wednesday and Thursday in the 
auditorium of the National L. & A. 
building. 

Among program features will be the 
appearance of A. N. Guertin, actuary of 
the American Life Convention; Com- 
missioner McCormack of Tennessee, 
president National Association of In- 
surance Commissioners; R. W. Smith, 
president Unity Mutual Life & Accident, 
Los Angeles. 

B. N. Woodson, executive vice-presi- 
dent of Commonwealth Life, will speak 
on “Morale Building”; Charles Luker, 
assistant vice-president of National Life 
on “Selection of Agents.” 

The legal forum will be led by Harry 
N. Lukins, vice-president and general 
counsel of Washington National. Others 
participating in that forum will be J. M. 
Peebles, general counsel of National Life 
& Accident; E. H. O’Connor, managing 
director Insurance Economics Society; 
J. L. Duckworth, counsel Industrial Life 
& Health; W. C. Turpin, Jr., counsel 
Bankers Health & Life, and J. F. Finlay, 
counsel Interstate Life & Accident. 





Barnhart Actuary 
of Fidelity Life 


Lyle H. Barnhart has. been appointed 
actuary of Fidelity Life, Fulton, III. 
Previously the work has been done by 
R. D. Taylor, consulting actuary of Ce- 
dar Rapids. Mr. Barnhart has been in 
the army, serving in a chemical mortar 
unit, and was wounded in Luxemburg. 
While undergoing rehabilitation at 
Schick General Hospital, Clinton, Ia., he 
served as vocational supervisor. 

Mr. Barnhart was actuarial examiner 
in the Illinois insurance department, 
1936 to 1943. He has a master of sci- 
ence degree. He spent a year with 
American United Life in 1933 and then 
until 1936 did rerating and reorganiza- 
tion work among fraternals and old line 
companies in the. midwest. 


Round Table to Meet 
Sept. 4-6 at French Lick 


Louis Behr, chairman of the executive 
committee of the Million Dollar Round 
Table, announces the annual outing and 
conference, Sept. 4-8, 1946, at French 
Lick Springs hotel, French Lick, Ind. 
Personnel of the convention committees 
will be released soon. 

French Lick was selected so that 
round table members may go direct 
from their meeting to the convention of 
the National Association of Life Under- 
writers in Cleveland the week of Sept. 9. 


Button Publicity Director 


The executive committee of the In- 
stitute of Home Office Underwriters at 
a meeting in Chicago appointed Ray 
Button, Alliance Li‘e, director of pub- 
licity of the institute. Mr. Button has 
served the institute at many of its meet- 
ings in the past in press and public re- 
lations. He has done an excellent job. 

The executive committee will meet in 
Atlanta in January to determine the 
place for the annual meeting next Sep- 
tember. 








Eleven returning veterans of Massachusetts Mutual Life at home office under the 
refresher plan for former field men who have completed their military duty. 

Left to right, standing: Philip Englehart, general agent, Portland, Ore.; Arthur 
Thomas, Richmond: Raymond Althoff, Mattoon; Frank P. Hill, Jr., Philadelphia; Robert 
W. Leu, Peoria; Charles T. Morgan, Boston; Charles W. Hall, assistant director of 


agencies, 


Seated: Charles C. Clare, Hartford; John C. Martin, Des Moines; Frank B. Morgan, 
New York; Marion O. Wilson, co-general agent, Binghamton; Hampton H. Irwin, 
educational director: and Leslie Fortune, Memphis. 











Industry Group Has 
Last Session Prior 
to N.A.1.C. Meet 


The all industry committee was in 
session at the Sherman Hotel, Chicago, 
Monday and Tuesday in a further effort 
to resolve the differences that exist be- 
tween various elements of the bus’ness 
insofar as proposed legislation is con- 
cerned to conform state laws and pro- 
cedures to the S.E.U.A. decision and 
public law 15. J. R. Berry, general coun- 
sel of the National Board of Fire Un- 
derwriters, presided at these sessions. 

The meetings were closed, but it was 
understood that little progress was made 
in composing certain important differ- 
ences. At this stage one of the capital 
issues is whether fire and casualty rating 
legislation shall provide that the rate 
filing shall receive approval of the in- 
surance department before becoming ef- 
fective, or whether a new tariff may be 
applied immediately sub‘ect to disap- 
proval by the state authority at a later 
date. Potent arguments have been sum- 
moned in behalf of each of these proced- 
ures and according to report neither side 
has given any indication of willingness 


Procopio Ends 
Navy Work; Shelty 
Insurance Chief 


Lt. Com. Samuel Procopio leaves this 
week as chief Navy Department insur- 
ance division, and will be succeeded by 
Lt. R. E. Shelty, formerly of Mather 
& Co., Philadelphia. The division will 
become permanent and staffed by civili- 
ans, it is understood. 

Procopio returns to Employers Liabil- 
ity, assigned to their New England 
office, Boston. 


W. L. Rea Oakland Manager 


Jefferson Standard Life has opened an 
office at Orkland with Walter L. Rea 
as manager. Mr. Rea was with Jeffer- 
son Standard before the war at San 
Francisco. He was discharged with the 
rank of c-ptain from the army air force. 











to recede from its position. 

The committee will be heard from and 
the discussions continued at the meet- 
ing next week of the National Associa- 
tion of Insurance Commissioners at 
Grard Rapids. Further sessions are set 
for Chicago Dec. 13-15. 





Impairment in Risk Appraisal 


The human body is worth less than a dollar, chemically. It has 65% oxygen, 
18% carbon, 10% hydrogen, 3% nitrogen, 2% calcium, 1% phosphorus: that adds 
up to 99. The other 1% is sulphur, iron, magnesium, chlorine, 

sodium and potassium, with trifles of iodine, fluorine, copper 


and zinc. 


we are impaired. 





‘ound in other animals. 
Impairment in a life insurance group sug- 
gests added mortality; in disability insurance, morbidity; in 
‘ndustry, inadequacy; in military service, inability to withstand 
physical and mental strain. And in all categories it indicates 
a tremendous economic liability with grief, incalculable grief. 

Impairment means defect, weakness or enfeeblement, some- 
thing that causes physical or mental deterioration, something 
that lessens one’s chances for health and longevity. 
ment may be potential as well as actual. 
animals with spare parts; eyes, ears, kidneys, for example. 


The same elements in different proportions are 


If abnormally combined in humans, 


Impair- 
Nature supplies 


A one eye man can see plenty. A one kidney dog can irri- 


H. W. Dingman 


reserve. 


gate plenty as he passes from tree to tree. But each has lost 
Damage to the other eye—the other kidney—be- 


comes tragedy. It has been said that a person can get along with one tenth of an 
ovary, One tenth of an adrenal, one fourth of a liver, one third of a kidney, one 
third of a thyroid, one half of one’s volume of blood, without a stomach, without 


a large intestine. 


Yes, if nothing happens. 


But an unusual illness or injury or 


strain thereafter puts that person in grave jeopardy. He lacks reserve power. 

It gives a personal slant on the relative incidence of disabilities to reflect on 
the presenting complaints of 250 persons according to one doctor’s experience: 
37% had gastro-intestinal complaints; 17% cardiovascular; 14% were just tired 
out; 10% had aches and pains of one sort or ~nother; 7% had menopausal symp- 
toms; 5% nose and throat affections; 4% arthritis: 3% genitourinary. As many 
as 24% of the women and 8% of the men were maladiusted in their home lives. 
—From the new book “Risk Appraisal” by H. W. Dingman, vice-president and medical 


director ‘Continental Assurance, to be 
Underwriter. 


published early in 1946 by The National 





Tackle Guertin 
Law Problem 
in New York 


A modified version of the standard 
Guertin law, so altered as to give the 
state closer control over the use of dif. 
ferentials between reserve basis and 
that used for nonforfeiture values is re. 
ported to have the best chance of gain. 
ing the approval of the New York de. 
partment. The latter has been study. 
ing the problem of getting the law 
amended to permit use of the Guertin 
plan’s desirable features without per. 
mitting companies to pay a lower scale 
of nonforfeiture values than is required 
under the present law. 

The Guertin plan permits a differentia] 
ot .5% without departmental approval 
and anything above that percentage 
must be supported by figures and have 
the department’s ‘ 

At the recent joint meeting of Ac. 
tuarial Society and American Institute 
of Actuaries it was brought out in the 
informal discussion on the Guertin plan 
that almost none of the companies are 
interested in using any differential at 
all. 

There would probably be other mod- 
ifications in the New York version of 
the Guertin plan but of less importance 
than the differential control. 

One possibility is that less control 
over the interest differential would be re- 
quired in the case of non-participating 
insurance, on the theory that competi 
tion would automatically insure the most 
favorable treatment that companies felt 
they could give. 

There has been some discussion of 
the possibility that other states may 
follow the New York modifications in 
their Guertin laws. 





Navy Reveals 


Actuaries Service 
WASHINGTON—A group of insuwr- 


ance companies and a number of com- 
pany officials and actuaries have partic 
pated in the work of the navy opera 
tions research group, it appears from 
a department announcement. The Ore 
gon insurance department also partic 
pated. 

Companies named in the announce 
ment are: Equitable Society, Metro 
politan Tife, John Hancock, Sun Life 
of Canada, Union Labor Life and 
Massachusetts Indemnity. 

Individuals named are mostly actu 
ari?! officials or employees, as follows: 
A. W. Brown, W. L. Devries, H. H 


.Hennington, C. E. Thompson, R. E 


Traber, all of Eauitable Society; J. M 
Poermeester. John Hancock; J. Farley, 
Massachusetts Indemnity: E. B. Gard 
ner, L. A. Holloway, F. H. Holsten, ® 
T. Tones, G. D. Shellard, C. M. Stert- 
hell, all of Metropolitan Life; J A 
Hanter, Sun Life: J. B. Lathrop, a 
sistant treasurer Union Labor Life; A 
C. Olshen, actuary Oregon department 
The denartment statement indicates 
much ORG work is secret, but says the 
groun designed a set of tables for use 
of destrovers hunting submarines and 
devised mathematical methods to de 
termine the safest course for Americal 
plenes to approach Japanese targets. 
It is understood the insurance mem 
were chosen for assignment to | 
on accomnt of mathematical skill. in ad- 
dition to actuarial. Some of their work 
is cOmnared to application of actvarta 
and mothemetical sciences to determine 
the life of telephone poles and equip 
ment. the life of croup housing, suf 
vivorship of ships, planes, etc. 





Bushnell in Ind'a~apolis 

Vance L. Pushnell, vice-president. of 
Ecuitable Societv, w2s princinal speaker 
ot a meetine of the Tndian-polis Life It: 
surance & Trust Council. He entere 
life insurance in Indianapolis. . 
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Guertin Law Won't 
Necessifate Change 
in Selection Rules 


A.L.C. Actuary 
Emphas’zes Margins 
in Chicago Talk 


It will be unnecessary to rebuild un- 
derwriting rules in any way to meet the 
impact of the Guertin legislation or to 
conform the experience herea‘ter to any 
standards differing from those in the 
past, according to A. N. Guertin, actuary 
of American Life Convention, who ad- 
dressed the annual meeting of the Insti- 
tute of Home Office Underwriters at 
Chicago. 

The standards specified in these stat- 
utes, he said, are based on experience 
as developed in the past and are not 
guesses as to the experience expected in 
the future. The underlying assumption 
is that longevity in the future will be 
not less than that of recent years but 
no improvement has been forecast in 
setting the new standards. 

The commissioners standard ordinary 
table is not an average table, Mr. Guer- 
tin observed. The mortality rates under 
the basic experience table were built up 
so as to provide a substantial mortality 
margin. This margin increases the net 
premiums over those produced by the 
basic table but it results in producing 
reserves that are very close to those 
which would be produced by the basic 
table. 


Gives Margins Where Needed 


Inasmuch as fluctuations in mortality 

are considerably wider at the younger 
ages and since the margin tapers off to 
zero at the highest age, the formula 
has the virtue of producing margins 
where they are most needed. 
_ Mr. Guertin pointed out that the CSO 
is an ultimate table with the first five 
policy years of experience eliminated 
so as to remove any indications that 
ment be due to underwriting selec- 
ion, 


The underwriting rules of the insurers, 
as established from 1925 to 1935, pro- 
duced the class of lives that entered 
into the experience between 1930 and 
1940 on which the table was _ based. 
Accordingly, if the same methods of 
selection are continued, the experience 
produced should be approximately the 
same and shculd produce mortality ex- 
perience substantially similar to that 
used in constructing the table. 

“The mortality rate shown in the 
table,” he said, “reflects your under- 
Writing procedures, it cannot militate 
against their continuance.” 


Incustrial Situation 


_ The speaker went on to say that the 
industrial companies are in at least as 
favorable a position with respect to the 
use of the new table as are the ordinary 
Companies. Sete 

The basic rates of mortality in the in- 
dustrial record were supplemented by a 
Margin for contingencies which is at 
sich a high level that no company, 
Properly operating its business, should 
ave any difficulty in producing mor- 
ality year after year falling well within 

€¢ limits of the table. 

Mr. Guertin pointed out that the im- 
Provement in mortality among industrial 
policyholders over the last 20 or 25 
years has been greater than the im- 
Provement under ordinary policies. 
fom 1925 to 1937 industrial experience 

d improved by more than 30% in 
the age bracket 30 to 39 and for all 
ges the improvement was 15%. He. ex- 

(CONTINUED ON PAGE 11) 
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BRUCE E. SHEPHERD 


Bruce E. Shepherd, newly appointed 
manager of Life Insurance Association 
of America, has been actuary of that or- 
ganization since 1932. He graduated 
from the University of Chicago in 1922, 
saw service with Illinois Life and Mis- 
souri State Life and with the New Jer- 
sey department of which he was actu- 
ary. He is a fellow of the two actuarial 
associations. 





Lambert Huppeler, assistant director 
of agencies of Massachusetts Mutual 
Life, conducted a pension trust clinic for 
agents in the John W. Yates agency, 
Los Angeles, Nov. 29-30. 


Group Cover Tax Points 
Reviewed by Attorney 


Treasury regulations specifically ex- 
clude from income tax liability to the 
employe group coverage written on a 
term basis because there is no imme- 
diate monetary value to the employe and 
it would be difficult to determine such 
value if such coverage were held to 
constitute additional compensation, 
George J. Laikin, Chicago and Milwau- 
kee attorney who until recently was 
special assistant to the U. S. attorney- 
general in tax litigation, told the group 
supervisors division of the Chicago As- 
sociation of Life Underwriters. Further- 
more, he emphasized that such exemp- 
tion was in accord with public policy 
by reason of the social benefits of group 
insurance programs. 


Group Permanent Different 


It was an open forum discussion with 
Mr. Laikin leading, and A. N. Guertin, 
actuary American Life Convention, 
pointed out this rule applies only in the 
case of term group insurance as group 
permanent does have some immediate 
values. To this Mr. Laikin agreed. 

Individual policies taken by employer 
for employe involve a different ques- 
tion, however. The premiums paid must 
be included as taxable income by the 
employe if he is given full ownership 
and the employer is not directly or in- 
directly a beneficiary. 

Mr. Laikin said obviously the em- 
ployer is interested in whether the 
amount that he contributes for insur- 
ance on his employes’ lives is deductible 
for income tax purposes. The general 
rule is that all ordinary and necessary 
expenses incurred in conducting his bus- 
iness are deductible, and this includes 
not only premiums for group insurance 
on employes but also for group health 








plus the umpires. 
spectators. 


names of prospects. 


their favorite players. 





Spectators or Rooters 


In America’s traditionally favorite game of baseball there 
are more people involved than the players of the two teams 
It is not quite a game unless there are 
And it is not quite American in flavor unless 
among the spectators there are two subgroups, the opposing 
rooters. Rooters are observers who are only happy when they 
can take on a very vocal partisanship. 


The analogy with the selling of life insurance is far from 
perfect, nevertheless the underwriter might well consider the 
advantage of “his team” being backed by fans. These are 
clients who will not completely enjoy being policy owners 
unless they can also be rooters. 


Perhaps a certain client of yours is not content to be merely 
in passive agreement that you know your job. Perhaps he 
would like to be invited to tell the world, and asked for the 


Let’s not forget that in a ball game the rooters believe that 
they are participants in the game. Listen to their praise of 
The rooters are on the team. 


t+ + & 
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insurance. This rule does not apply 
however in the case of premiums paid 
on insurance for any officers of the com- 
pany when the taxpayer is directly or in- 
directly the beneficiary. 

Employers may purchase annuities 
for employes without the establishment 
of a qualified plan and may deduct 
the premiums if they represent a reason- 
ablé additional compensation, provided 
the employes’ right to the annuity be- 
comes nonforfeitable at the time the em- 
ployer establishes the plan and the em- 
ployer has no further right in the an- 
nuity. 

In the case of partnership, Mr. Laikin 
said, the amount of the premiums paid 
for group insurance on the lives of the 
partners is not deductible by it, as 
otherwise the partners would be buy- 
ing insurance on their own lives with 
the privilege of deducting the premiums 
from their returns. Some partners may 
be doing this but there are at least. two 
Treasury rulings which prohibit the 
practice. 

In case of annuities, other than 
through a qualified pension plan, the 
cost to the employer is taxable to the 
employe if all rights in the contract are 
vested in the employe, Mr. Laikin said. 
Payments to an employe when the an- 
nuity matures are taxable in his income 
tax return the same as any annuity. 


Estate Tax Angle 


Mr. Laikin also discussed the estate 
tax as relating to group life insurance 
proceeds. Of course, the estate tax 
would apply only if the employe’s estate 
exceeded $60,000. It is generally held 
that where the employer contributes the 
full cost of the group insurance pro- 
gram, that none of the premiums are 
deemed to have been paid by the em- 
ploye, and none of the proceeds are 
taxable in his estate. However, if the 
employe held any incident of ownership 
in the contract, the question of taxing 
the proceeds in his estate might arise. 
If the employe contributes towards the 
cost of the program, a proportionate 
amount of the proceeds would be taxed. 

An interesting question which he 
raised was whether the limited right to 
designate a beneficiary with respect to 
group life insurance is a sufficient inci- 
dent of ownership as to require subject- 
ing the proceeds to the estate tax. 
Mr. Laikin said it would be well if 
Congress would clarify this point or the 
Internal Revenue Bureau would adopt a 
new regulation to the effect that the in- 
cidents of ownership are not present 
merely by giving to the employe the 
right to change beneficiary. He said, 
however, that it might be well in ar- 
ranging such plans to have the employer 
name a beneficiary for the employe, and 
also contingent beneficiary. 


Discuss Credit Life Cover 
at Finance Conference 


There has been in recent years a 
greatly increased acceptance of creditor 
life insurance, A. M. Rollins of Pru- 
dential said in discussing group credit 
life in connection with the financing of 
automobiles at a forum of the Ameri- 
can Finance Conference in Chicago. He 
said there is a tendency in states to op- 
pose the purchasing of such insurance 
on a wholesale basis and selling it at 
retail. 


P. M. Anderson of Occidental Life 
said that on personal character loans 
his company, which has about $60 mil- 
lion of creditors’ group insurance, has 
had losses of 40 to 50% of the premium. 
In connection with financed cars the loss 
has run 60 to 70% consistently. 

W. T. Harrison, executive vice-presi- 
dent of Credit Life of Springfield, IIl., 
and J. H. Jarrell, president of Old Re- 
public Credit Life, Chicago, participated 
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Need for Reconversion of 
Methods Is Stressed 


T. H. Spindle of San Antonio, edu- 
cational director of Amicable Life, spoke 
to the Victor (Tex.) Association of Life 
Underwriters on reconversion of the 
viewpoint of the life agent. He said 
that just as the industrialist and mer- 
chant must adjust their business meth- 
ods to changed conditions resulting from 
the change to a peace economy rather 
than a war economy, so must the life 
agent modify his methods. 

He stressed the importance of the 
agent’s studying to improve his sales 
approach and technique to meet the com- 
petition of goods which have been ab- 
sent from the market during the period 
of the war. He pointed out the value 
of a skill in portraying the benefits of 
delayed returns as against immediate 
personal ownership of usable merchan- 
dise. 


Two Classes in Wichita 

Two C.L.U. classes are under way in 
Wichita this year, the program being 
sponsored jointly by the Wichita Asso- 
ciation of Life Underwriters and Uni- 
versity of Wichita. The Part B class, 
is directed by Dr. Horace H. Washburn, 
associate professor of economics. 


® ruts WEEK THE 
NORTHWESTERN MUTUAL 
JOINS THE COMPANIES 
WHICH HAVE ESTABLISHED 
GROUPS IN R & R’S SUPER. 
VISED TAX AND BUSINESS 
INSURANCE COURSE. 





SO THEY HAVE COME— 
The Sun Life of Canada, Mu- 

' tual of N Y., Mutual Benefit, 
New York Life, Fidelity Mu- 
tual, Equitable of Iowa, Massa- 
chusetts Mutual, Bankers of 
Iowa,, plus other companies for 
whom the work has been col- 
lateral. 


SO WE COME AGAIN TO 
“WHY”. A letter from M. E. 
Nellums of the New York Life 
Group to Mr. Stepp gives a par- 
tial answer: “I want to express 
my sincere gratitude for your 
patience, understanding, sympa- 
thetic attitude, humor and per- 
sonal interest in me. You have 
done your full duty and have 
gone the second mile. Looking 
back I have a much kindlier 
feeling toward the whole proc- 
ess than anticipating it. It has 
all been abundantly worthwhile 
from every point of view.” 


* * 


HERE IS ONE OF THE MOST 
FASCINATING AND PROFIT- 
PRODUCING: PLANS EVER 
INAUGURATED. WE WILL 
BE GLAD TO TALK OVER "46 
PLANS WITH YOU NOW. 





PAUL SPEICHER 

Managing Editer 

THE INSURANCE 
RESEARCH & REVIEW SERVICE 








tNDIANAPOLIS 

















A birthday cake and a stack of applications secured in a carnival drive were 
presented Charles E. Becker, president Franklin Life on his birthday. Left to right: 
Jim Oglesby (clown representing the carnival spirit); J. V. Whaley, director of 
agencies; Mr. Becker, W. L. Dugger, vice-president, and W. J. Hiller, vice-president 


in charge of underwriting. 








Insures Payments of 
Mortgages if Unemployed 


CLEVELAND—A plan, under -which 
the insurer pays the entire monthly 
mortgage service charges when the 
mortgagor is unemployed is_ being 
offered by First Mortgagors Insurance 
Co., Hanna building, here. 


Business is being solicited by mail di- 
rect from home owners. According to 
the issued literature for a premium of 
$4.16 a month a home owner who has a 
$5,700 mortgage will have his charges 
paid by the insurer when he is unem- 
ployed and employment is unobtainable. 
Coverage is any time during the entire 
life of the mortgage. The coverage ap- 
plies during any period or periods of un- 
employment. Premiums are proportion- 
ate to mortgage payments. Premiums 
must be paid for a six month period for 
insured to become eligible for benefits. 
When insured is unemployed, premiums 
are not payable. Benefits are payable 
during life of mortgage after first six 
months insurance has been in effect, pro- 
vided insured is unemployed for 20 days 
or more. Advertising material says there 
is neither time limit nor aggregate period 
of benefits, provided insured maintains 
his contract. 

Severance or termination pay is not 
considered employment, nor is social se- 
curity benefits, workmen’s compensation 
or other insurable benefits of like nature 
considered employment under terms of 
the contract. 


Insured is not obliged to take work 
available, if the work is not within his 
capability. But, if it is within his capa- 
bility, he must accept employment. The 
company offers to assist insured in get- 
ting work when unemployed. The 
charges assumed by the insurer are paid 
direct to the mortgagee during the en- 
tire period of unemployment and for the 
life of the contract. The contract ter- 
minates upon sale of the property, de- 
linquency in payment of mortgage serv- 
ice charges or premiums while em- 
ployed, death of mertgagor, false state- 
ment in application, or if insured be- 
comes unemployable by reason of dis- 
ability. In the latter case the contract 
is automatically cancelled. It may be 
reinstated upon insured obtaining gain- 
ful employment. 


W. K. Hardt, president of Girard Life, 
and a director of First Mortgage Ins. 
Co., is pictured in the circular. 


Henry G. Mosler, Massachusetts Mu- 
tual, Los Angeles, former chairman of 
the Million Dollar Round Table, has 
just completed payin gfor $1 million of 
new insurance since his release from the 
navy last April. 


General American Agency 
Heads Attend Conferences 


ST. LOUIS—The first of a series of 
two-day conferences to acquaint general 
agents, branch managers and _ supervi- 
sors of General American Life, with 
new policy forms, sales plans, etc., of 
the company was held here. 

R. E. Bowden, vice-president, and 
head of the agency organization, pre- 
sided and 27 general agents from various 
parts of the country attended. A second 
conference this week was for branch 
managers and supervisors and the third, 
Dec. 5-6, will bring together another 
group of general agents. 

The new pension trust plan was pre- 
sented by Otto J. Burian, vice-president 
and actuary; Edward L. Faith, associate 
actuary, and Frank P. Aschemeyer, as- 
sociate general counsel. 

Emil E. Brill, vice-president and head 
of the group department, told of the 
new creditors group life insurance plan, 
as well as plans for greater liberaliza- 
tion and extension of other group plans. 

Other subjects discussed included a 
package plan for selling a combination 
of life and accident insurance, recruiting 
and training of agents, and plans for 
the G.I. refresher course to open Dec. 
12. 

Speakers at a dinner included Walter 
W. Head, president; Frank E. Agnew, 
Jr., vice-president, and Powell B. Mc- 
Haney, vice-president and general coun- 
sel. Other speakers during the two-day 


conference were: Frank Vesser, super-. 


intendent of agencies; Charles E. Frits- 
che, educational director; William W. 
Cole, assistant secretary and manager 
accident and health department; George 
S. Harris, salary savings sales super- 
visor; Harry E. Nelson, director of 
publicity and advertising, and Anthony 
Gatzert, agency secretary. 


Analyze Information Returns 


Secretary of the Treasury Vinson has 
made public data tabulated from returns 
of certain classes of organizations ex- 
empt from income tax but that are re- 
quired to file information returns. 

These include: 

Mutual savings banks, life insurance 
departments, 28 returns showed total 
gross income and receipts $877,000, dis- 
bursements $461,000. 

Local benevolent life associations, 176 
returns, $4,273,000 gross income and re- 
ceipts, $3,608,000 disbursements. 

Employes beneficiary associations, life, 
sick, accident, etc., 423 returns, $48,077,- 
000 total receipts and income. 


J. Frank Trotter, Kansas City man- 
ager of Mutual Life of New York, who 
underwent a major operation Saturday 
at St. Mary’s hospital, is reported to be 
making excellent progress. 


E. C. Smith Resigns 
as I.A.A. President 


CHICAGO—Earl C. Smith, president 
of Country Life and Illinois Agriculturaj 
Association, resigned after nearly 9 
years in that position with both aff. 
ated organizations. 

The resignation came as a great sur. 
prise to members, who were gathered 
at the annual meeting of the I.A.A, ang 
it was presumed that Mr. Smith ha; 
stepped aside in favor of a younger map, 

No nomination slates had been pre. 
pared as it had been assumed that Mr 
Smith would continue as_presiden 
through 1946. Nominations for a ney 
president will be made on the final day 
of the convention this week. 

Mr. Smith was elected president of 
the organization in 4926 and under his 
leadership Country Life in 15 years has 
written $243,614,220 insurance in fore 
principally to farmers only in the state 
of Illinois. The company’s aim is t 
achieve % billion in force by Jan, 1 
1946. 

It is proposed to change the names of 
the two companies affiliated with Coun. 
try Life in the LA.A. Pending leg: 
obstacles and discussion by the board, 
Illinois Agricultural Mutual will be 
come Country Mutual Fire. The pw. 
pose of the proposed change is to mak 
the names more uniform for  simpk 
identification as part of the I.A.A. 

D. W. Propst, medical director Cou- 
try Life, said in his report at the meet. 
ing that deaths in the first two years 
of policy issuance for medical reasons 
were slightly higher than should be ex. 
pected because of the lack of examiner 
and cursory examination by overworked 
doctors. Several cases of advanced tu 





berculosis or cancer were approved dur 
ing the war years that in normal time 
would have been immediately rejected 
he said. 

D. C. Mieher, manager, encouraged 
the agents to sell the five million add: 
tional insurance required to make 4 

He criticized the 


they need in policies ranging from $5,00) 
to $15,000, some other company 
certainly take the business. An [AJ 
company has a great advantage, he sail, 
as they know most of the farmer 
problems, but the agent must be mor 
aggressive if he expects to do a god 
selling job and_ render - satisfactory 
service. 


Jack S. Causey Now Agency Aid 


Jack S. Causey, recently  releast 
from the army air force, has returnel 
to Jefferson Standard Life and has bet# 
appointed agency assistant. He start 
with Jefferson Standard after gradual 
tion from Davidson College in 1929. 





Financial Vice-president 
of Pacific Mutual Dies 


ee 





Robert W. Cross, 58, vice-presidet! 
and head of the securities department # 
Pacific Mutual 
Life, died in Los 
Angeles following 
a heart attack. 

He was gradu- 
ated from the Uni- 
versity of Califor- 
nia in 1911 and 
held financial posts 
with the Southern 
Pacific - Railroad, 
California Railroad 
Commission and 
National City Co. 
e ae —_ as its 

acific Coast man- 
ager in San Fran- Robert W- on 
cisco. Since 1934 he has been in chatgt 
of security investments of Pacific 
Mutual. He was particularly active ® 
civic affairs in Los Angeles. 
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THE NATIONS DRUG INDUSTRY 


by this industry’s research workers and supplied in enor- 
mous quantities to our Army, Navy, Marines and Allies. 


Will you join The Equitable Society in a salute to an 
industry which was dedicated throughout the war solely 


to the merciful task of saving lives? A salute to Amer- 2 : : 
For many years, funds of the Equitable Life Assurance 


ica’s great and progressive drug industry. Rae j # 
Society of the United States have been invested in the 





In the Civil War. three hundred and thirty-six thousand 
men of the Union and Confederate armies died of disease. 
In this war, the number of deaths from disease was only 
13.706 as of the end of August. Furthermore, in World 
War II, ninety-seven out of every hundred men wounded 
in battle who reached a hospital have been saved—an 
all-time record! And for this great humanitarian achieve- 
ment, an important share of the credit must be accorded 
to America’s drug industry. Penicillin and sulfa drugs, 
special preparations for tropical diseases, like atabrine 
to fight malaria, vaccines which guarded against the 
plagues that once wiped out entire armies—these are 
some of the products which were developed or perfected 


drug industry. Every time an Equitable Society member 
makes a payment on his life insurance, he can take 


‘pleasure in the thought that his premium dollars helped 


save the lives of thousands of American soldiers, sailors, 
and marines. In the peaceful years ahead, those same 
premium dollars will mean better health for all America. 


iS 


PRESIDENT 


x kk 


The above salute to the Nation’s Drug Industry is one of a series of tribuies to 
vital American Industries featured on “This Is Your FBI,” sponsored by The Equitable 
as a public service in cooperation with the Federal Bureau of Investigation. This 
radio program is broadcast every Friday evening over a nation-wide hookup of the 


American Broadeasting Company. 
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THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


A Mutual Company Incorporated Under the Laws of the State of New York 


New York, N. Y. 
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Plans to Protect Wartime 
Savings Are Described 


LOS ANGELES—Robert J. Bauer, 
general manager of the Better Business 
Bureau of Los Angeles, told the Life 
Insurance Managers Association of Los 
Angeles of its program for safeguarding 
wartime savings and how it is proposed 
to make the program one of national 
scope. He said that of the $26 billion 
of war savings from the first world war, 
$400 million has been taken by gyp or- 
ganizations and individuals. About $59 
billion of present individual savings are 
held in securities; $24 billion in cash, 
$34 billion in checking accounts, and 
$31 billion in life insurance cash values. 
He declared that millions now hold big 
sums who have no experience in han- 
dling money. 

The program to protect these savings 
is one of prodding the people to make a 
careful check before investing any of 
their savings. There is to be educational 
help in the prodding. Cooperation of 
business firms is to be sought. Posters 
portraying the real facts are to be used. 
He declared that already the Better 
Business Bureau has had its attention 
called to two or three schemes to gyp 
the public in connection with jobs and 
building homes. 

President W. K. Murphy named a 


nominating committee headed by Mark 
S. Trueblood, Union Central Life, to 
report at the first December meeting. 

Edward Choate, president of the 
Life Underwriters Association of Los 
Angeles, outlined plans for a one-day 
sales congress in March or April. 





Equitable, D. C., Employe Plan 


Equitable Life of Washington, D. C., 
subject to final approval by the trustees 
in December, will put into effect an 
employes retirement and protection plan 
early in 1946. The existing group life 
coverage will be incorporated in the 
new plan which embraces a life annuity 
upon retirement to be purchased by 
joint contributions; temporary disability 
insurance, hospitalization and surgical 
operation coverage. 

Any representative or employe in the 
active service in the home office or in 
the field who is under age 65 and has 
completed one year of service immedi- 
ately prior to making application, is 
eligible to join the plan. 





Premium-Handling Plans Told 

At the November meeting of the Life 
Agency Cashiers Asociation of Los An- 
geles, A. F. White, cashier of Phoenix 
Mutual Life, outlined office practices in 
handling premiums. 


Hogg Urges 5% 
Investment Law 
of Conn.-Wis. Type 


If all states were to enact the type 
of law that is now in effect in Connec- 
ticut and Wisconsin, giving life com- 
panies the privilege of investing up to 
5% of their assets in investments that 
are not specifically authorized by stat- 
ute, there would be freed about $2 bil- 
lion with which to provide capital for 
new and well established enterprises, 
housing developments and promote the 
development of the national economy. 

This statement was made by Robert 
L. Hogg, manager of American Life 
Convention, in a memorandum support- 
ing such a bill in Congress for the ben- 
efit of life companies domiciled in Wash- 
ington. 

The memorandum was submitted at 
a recent hearing before a house district 
subcommittee at which President Wil- 
liam Montgomery of Acacia Mutual also 
read a statement in behalf of his com- 
pany. 

Superintendent Jordan and Corpora- 
tion Counsel West objected to the bill 
as being too broad and Howard Kacy, 
vice-president of Acacia Mutual, has 





Participating Insurance 
Group Life 


Group Hospitalization 
Group Annuities 
Employee Insurance 


More Than 13/; Billion 
Doliars of Insurance 
in Force 





Nonparticipating Insurance 


Group Accident and Health 





HE IS ALL SET FOR °46- 


with LNL’s wide range of CONTRACTS 


Juvenile Insurance 
Special Low Cost Plans 
Income-for-Family Plans 
Retirement Plans 
Mortgage Redemption 


Complete Sub-Standard 
Service 


Wide Age Range 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


FORT WAYNE 





Indicates 
Its Character 


Its Name 


INDIANA 












drafted a proposed substitute. Besigd 
Mr. Kacy the committee of life insyy 

ance officials includes Charles Phillipg 
Equitable Life of Washington, ap 
a hie Crowder, American  Standarj 
ife. 


Matching Assets and Debt 


Mr. Hogg, in his memorandum, poig, 
ed out that the increase in life cop 
panies’ assets has not been match 
by a comparable increase in the lo, 
term private debt in which all of the \ 
assets could be invested. According b 
the insurers have been seeking a larg i 
proportion of the private debt, rep, 
sented by bonds of railroads, pubj 
utilities and industrial corporations ay 
mortgages. He remarked upon the fx; 
that more than 40% of the assets , 
life companies are now invested 
government bonds. 

In the last several years many stat 
have recognized the scarcity of inyes 
ments and have broadened the classes 
securities in which insurers may inyed 
their funds. In most states legislati 
authorizes investment in FHA mor 
gages, although the amount of the lg 
is usually larger than that which coy 
be loaned by the companies otherwi 
Authority has been granted to inyg 
in securities issued by municipal hoy 
ing authorities, interstate authorities fm «4 
construction of bridges and tunnels 
loans made pursuant to the GI bill, 

In these categories, he observed, the 
has been no relaxation of the theo 
that life companies should invest | 
debtor obligations. Recently, howevg 
there has been a trend toward relaxis 
of the requirements by permitting i 
vestment in the field of equities. Fi 
instance, in New York, New Jersey at 
California, diréct investment of life i 
surance funds in slum clearance a 
other mass housing projects are p¢ 
mitted. A number of states for ma 
years have permitted the companies { 
invest in preferred and common sto 
subject to certain restrictions. 


D.C. Limitations Cited 


In the District of Columbia insure 
are not permitted to make direct i 
vestments in real estate, housing develo 
ments or equities except under very 
stricted conditions. 

In Virginia this year the law w 
amended to permit investment in rd 
estate leased for not less than 25 year 
In New Jersey companies are permittt 
to acquire and hold income produci 
urban real estate up to 5% of th 
assets. 


The investment limitation law sho 
not be so restrictive as to reduce t 
sources of investment so that insure 
are deprived of adequate outlets for! 
vestment of their funds. Although sw 
restrictions may properly be applied 
the investment of reserves, there 
doubt as to whether it is sound to haj 
such limitations extend to surplus. | 
investing surplus funds executive ju 
ment can be given a somewhat broatt 
scope in the interest of permitting 1 
vestments that may produce somewli 
higher returns and as a balance to ! 
very conservative types of investmeti 
stipulated for the investment of reservé 


Less Than Capital-Surplus 


Mr. Hogg pointed out that 5% 
assets is substantially less than t 
capital-surplus of the companies dof 
ciled in the District of Columb 
Additional authority conferred on mai 
agement would not result in broad spe 
lation. The publicity involved in fill 
annual statements operates as a bras 
on any management that would indul 
in speculative practices. 

Mr. Montgomery, in his  statemet 
declared that no investment law & 
keep a life insurance company solve 
or sound and liquid if the managemel 
is not both honest and able. Ev 
under the existing law a company wsilf 
poor judgment could get into troubld 
He pointed out that D. C. compailt 
are not permitted to invest in si 
securities as those of public hous 
authorities and redevelopment com? 
nies, interstate authorities for constf 
tion of bridges and tunnels, equipmé 





Bee ee 











































LIFE INSURANCE EDITION 


Now Jim answers the $64 questions i 


Jim liked to sell, made friends easily, had native 
intelligence, high school and a little college training. . . 
But despite hard work, the results weren’t much better 
than average. 

Jim knew he was a good salesman—wanted to be 
better. So he talked to his General Agent . . . together 
they decided that he was missing entirely the oppor- 
tunities offered by the field of business insurance—and 
the G.A. recommended the AXtna Home Office Life 
Insurance School. 

“It gives professional training, Jim,” he said. 
‘Strengthens the technical background, so you can talk 
to executives in their own language. No theory, but 
straight, specific, usable information. No professors, 
but practical producers. And it works. Many of Attna’s 
top salesmen are grads.” 

Jim signed up—for the best investment in his life. 
_ At the A‘tna Home Office Life Insurance School, 

experienced instructors, successful ‘salesmen didn’t 
lecture to Jim. . . they talked straight from the shoulder, 


AETNA LIFE INSURANCE 
HARTFORD, CONNECTICUT 


invited discussion, threshed out problems, led clinics 
and practice sessions . . . gave intensive instruction in 
the use of the AXtna Estate Control Plan, the Business 
Presentation, the Dollar-a-‘Week and Ten-Dollar-a- 
Month Thrift Plans . . . as well as prospecting, time and 
effort control, prestige building. 


Upon graduation, Jim had exact, professional 
knowledge. He had improved his ability to talk to 
business men, other prospects, had a new understanding 
of the scope of insurance . . . a firmer foothold in his 
chosen career. As Jim says, ‘Now I’ve got the answers 
to the $64 insurance questions.” 

Thorough training is one reason why Attna Life 

salesmen today are selling more and larger policies . . . 
making more money. 
, The Atma Home Office Life Insurance School is 
open to present A‘tna salesmen, men who are interested 
in successful careers. Let the nearest Aétna Life General 
Agent tell you more! 


AFFILIATED COMPANIES: 

The £tma Casualty & Surety Company 
The Automobile Insurance Company 
The Standard Fire Insurance Company 
of Hartford, Connecticut 


co. 
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trusts, ground rents, mortgages on lease- 
holds, new issues of bonds, preferred 
and guaranteed stocks in companies 
which have paid less than 4% on all 
their stocks for the preceding five years, 
income producin~ ‘real estate. 


Will Greet McCormack 


When Commissioner McCormack of 
Tennessee, president National Associa- 
tion of Insurance Commissioners, gives 
a luncheon talk before the insurance 
members of the Union League Club of 
Chicago next Friday noon, 12 national 
insurance associations will be officially 
represented. Commissioner McCormack 
will be accompanied by E. H. Mashburn, 
senior examiner of the Tennessee de- 
partment. The commissioner will leave 
that afternoon for Grand Rapids to pre- 
side over the mid-year meeting of the 
National Association of Insurance Com- 
missioners. 


Insurance Bar Meeting 


Attorney Sam Levin of Chicago, 
chairman of the insurance committee of 
the Illinois Bar Association, has ar- 
ranged for a meeting Friday at 10 a. m. 
at the Stevens hotel, private dining room 
13, when questions involving insurance 
coming out of the S.E.U.A. case will be 
discussed. Norman B. Haddock of Chi- 


cago, special assistant to the anti-trust 
division of the U. S. Attorney Gen- 
eral’s office, will give the main talk. 
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Commentary 


A FORWARD 


In Chicago’s famed Edgewater Beach Hotel two 
weeks ago, members of the Association of Life Agency 
Officers and the Life Insurance 
voted unanimously to merge their two organizations 
into a new institution, broader in scope and _ responsi- 
bilities, to be known as the Life Insurance Agency 


Commonwealth hails this forward step, and takes 
fact that it has long been a member of 
the bureau and becomes one of the charter members of 
Insurance Agency 


Continued and increasingly practical research in the 
' field of sales management will inevitably result in more 
economical and wide-spread distribution of 
And the efficient, economical and wide- 
spread distribution of life insurance to all members of 
society and at all levels of the economic pyramid is 
and should be the objective of every company and of 
theginstitution of life insurance in its entirety. 

Hanselman, 
Union Central Life Insurance Company, we extend our 
congratulations upon his election as the first President 
of the newly formed L. I. 


October 


INSURANCE COMPANY 


MORTON BOYD, President 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 
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State Senator Arthur Bidwill, chairman 
of the Illinois legislative committee to 
study insurance legislation that will need 
to be passed, will also speak. Insurance 
Director N. P. Parkinson will be pres- 
ent. 

Mr. Levin states the meeting is open 
to anyone that desires to attend. 


Cincinnati Seminar on Veterans 
CINCINNATI—The following speak- 
ers and their subjects will feature the 
seminar on veterans affairs sponsored by 
the Cincinnati association Nov. 30: Carl 
Slavosky, Union Central, general facts 
the veteran faces after processing; W. C. 
Schwenlein, director of counselling U.S. 
E. S., getting a job; Maj. Spencer Shank, 
director of veteran education University 
of Cincinnati, educational and vocational 
rehabilitation; Maj F. G. Beatties, liai- 
son officer selective service board, other 
V.A. benefits to living service men; E. 
F. Pierle, Provident Mutual, N.S.L.1.; 
Maj. Henry Ratterman, veteran informa- 
tion center, local veterans facilities; John 
A. Lloyd, vice-president Union Central 
Life, and Maj. R. W. Angert, general 
agent Penn Mutual, who will summarize 





the discussnon and act as chairman. 
Berkshire Life—On the third anniver- 
sary of H. L. Amber’s election to the 


presidency the field force presented him 
with $841,000 of new business. The field 
has just concluded its Berkshire Boost- 
er’s Campaign with Raymond F. Thorne, 
New York as campaign director. 
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Surplus fluctuations of a represgntative life insurance company resulting from pre. 
ferred stock ownership—under present method of valuation and the method prope 


by the life insurance investment research committee, as outlined on page 


Nov. 23 edition. 


Chesamns Il. Side 
Right to Sue Not 
Confined to State 


SPRINGFIELD, ILL.—In a case in- 
volving actions brought by: policyhold- 
ers of predecessor companies of Frank- 
lin Life of Springfield, the Illinois su- 
preme court held that actions of this 
sort, where the solvency of the insur- 
ance company is not challenged, may 
be brought by the interested individuals 
and are not exclusively reserved by the 
insurance code to the insurance depart- 
ment. The court turned down a man- 
damus action brought in the name of 
Insurance Director Parkinson against 
Circuit Judge A. C. Williams of Menard 
county, in whose court the suit is pend- 
ing, which asked that the suit be 
quashed. 

This case may be an important inter- 
pretation of the Illinois insurance code, 
as it apparently annuls the previous IIli- 
nois supreme court decision in the Benefit 
Association of Railway Employes case, 
which held that the insurance director 
had the sole right to bring an action 
aimed at ousting the management of a 
company. Justice Wilson, the sole dis- 
senter in the B.A.R.E. case, delivered 
the opinion in the Franklin Life case, 
which was unanimous. 





. Old Franklin Consolidations 


The solvency of Franklin Life was 
not questioned in this suit and the 
present management is not directly in- 
volved. The case involves claims by 
several classes of all policyholders that 
they had not received a fair distribution 
of dividends and other benefits under 
policies issued prior to 1910. 

The company was formed in 1884 as 
Franklin Life Association. In 1898, this 
was consolidated with Peoples Life and 
the present name adopted. In 1910 
Franklin Life was consolidated with La 
Salle Life. From 1898 to 1910, Frank- 


lin Life issued both participating and 
non-participating policies. ‘ 
One of the complainants, Elmer 


Boker, is executor of the will of John C, 
Boker, who had a participating policy is- 
sued when Franklin Life was a mutual 
company, and other complainants repre- 
sent other classes of policyholders under 
the former organizations. -A lengthy 
complaint alleges that the funds set up 
for the various classes of old policyhold- 
ers was mishandled and: they did not re- 


contractual 


3 of the 





ceive their share of benefits, although 
there is no allegation that the company 
itself was ever insolvent. The com- 
plaint asked for an accounting and an 
order rectifying these alleged abuses. 

The mandamus action charged that 
this suit, which the Menard county cir- 
cuit court had ordered referred to a mas- 
ter in chancery, would require transpor- 
tation of thousands of pages of records 
to Menard county and the attendance of 
many officers and employes at hearings 
and would gravely disrupt the business 
of the company, would interfere with the 
exercise of supervision by the insurance 
department and the release, if granted, 
would upset the capital structure of 
Franklin Life and interfere with the 
prosecution of its business. 

In rejecting the mandamus _ action, 
Justice Wilson said that section 201 of 
the Illinois code is directed primarily 
against action “representing a direct ef- 
fort to obstruct or terminate the prose- 
cution of the company’s business with 
the public . and against orders or 
decrees providing administrative release 
in the form of receivership, liquidation 
or rehabilitation of the company.” The 
opinion says, however, that this section 
does not restrain actions based upon 
rights, that the insurance 
code gives the insurance director sole 
supervision over receiverships, liquida- 
tion and rehabilitation proceedings, but 


not proceedings involving contract 
rights. 
Two individual stockholders, Henry 


Abels and Henry Merrian, who partici- 
pated in the 1910 merger, are also named 
as defendants and Justice Wilson points 
out that the insurance code has no él 
fect on complaints against stockholders. 
Justice Wilson’s opinion also takes the 
position that the suit does not chaflenge 
the validity of the 1910 consolidation, al- 
though the insurance department argued 
in the mandamus case that this would 
be the effect of a successful suit. : 

This case is not a determination ot 
the Franklin Life’s case in any way, but 
sets the stage for a hearing of it by the 
circuit court of Menard county. 

Rollin Young, who was actuary of 
Franklin Life, years ago, it is is undet- 
stood, is one of the instigators of the 
suit. 


Lt. Comm. Gamber Tegtmeyer, assist- 
ant medical director on leave ‘from 
Northwestern Mutual Life, spent a shot 
leave with his family in Milwaukee on his 
return to the states from India. He # 
assigned to the “Gen. C. C. Ballou” and 
left for Calcutta this week. 
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Actuarial Office 


By H. C. HALLAM 


WASHINGTON — With actuarial 
services required in a dozen or more 
governments and agencies, not to men- 
tion Congress, the suggestion is being 
advanced that Uncle Sam should set up 
a general actuarial office for the execu- 
tive branch of the government, and 
possibly Congress another such office to 
advise itself on numerous legislative pro- 
posals touching insurance’ problems. 
The British government has a general 
official actuarial office. 

At present there are actuarial divi- 
sions, sections, or offices in a number of 
government agencies, or individuals en- 
gaged in such agencies on_ actuarial 
tasks. But, it is said, there is little or 
no coordination of such actuarial work 
or service in the government. Such serv- 
ice lacks adequate trained manpower 
and is said to be hampered by low limi- 
tations on government salaries. 

Congress itself has no actuaries on its 
staff, it is said, barring the temporary 
group headed by Com. Leonard Calhoun 
that is studying social security problems 
for the House ways and means commit- 
te. The Calhoun group includes R. B. 
Robbins of Teachers Insurance & An- 
nuity. 

Unemployment Compensation 


Yet Congress has this year been called 
upon by President Truman to deal legis- 
latively with problems of emergency un- 
employment compensation growing out 
of reconversion. That and the impend- 
ing general revision and expansion of 
social security that is projected repre- 
sents only one group of problems with 
which Congress has to deal and which 
call for expert actuarial knowledge, ex- 
perience and advice. 

An example is the pending railroad 
retirement bill, designed to increase 
benefits to railroad workers. That meas- 
ure is said to have been submitted to 
Congress without the railroad retirement 
board, which has been pushing it, ob- 
taining any outside actuarial advice. The 
board has an actuarial employe on its 
staff in its Chicago headquarters. 

When the railroad retirement bill was 
at the hearing stage in the house com- 
mittee on interstate and foreign com- 
merce some months ago, and committee 
members or opponents of the measure 
were asking questions calling for in- 
formation of an actuarial character, the 
hoard finally persuaded W. R. William- 
son, social security board chief actuary, 
to testify. More recently, Mr. William- 
son is understood to have been consulted 
by Rep. Lea, California, chairman of the 
committee, which has been considering 
the bill in executive session. 


Veterans Legislation 


Other examples of legislative prob- 
lems that, it is believed, should call for 
expert actuarial information and advice 
—some of which are pending 
Congress and others acted upon in the 
past few years—include veterans legisla- 
tion relating to insurance, pensions, dis- 
ability, hospitalization and the like, also 
concerning loans to veterans for homes, 
farms, businesses; proposed inclusion of 
Merchant seamen under something simi- 
lar to the GI bill; war risk and wartime 
Msurance, marine, etc., for shipping and 
Cargoes during the emergency period; 
Msurance in connection with ship con- 
struction; war damage insurance, includ- 
Ing dealing with Philippine claims; civil 
aronautics legislation, some of which 
has proposed a government revolving 
lund for plane insurance, also civil aero- 
Nautics board or administration investi- 
ation of aviation insurance; pension 
bills of all kinds; civil service retirement; 
fax and revenue legislation, including 
that relating to pension trust plans, etc. 
he list could be expanded considerably. 

That there should be a general actu- 
atial service in and for the government 
itself has been suggested or advocated 


before - 





by such leaders in the professional actu- 
arial field and life insurance industry as 
Reinhard Hohaus of Metropolitan Life, 
and R. B. Robbins, who is on leave from 
his company. Their suggestion has been 
endorsed by such specialists in govern- 
ment service as Mr. Williamson. 

If and when Congress ever gets 
around to authorizing actuarial service 
for itself or for the executive branch of 
the government, men in that profes- 
sional field hope earnestly that provision 
will be made for adequate salaries. Be- 
cause Congress hesitates to authorize 
salaries for anybody in the government 
above the $10,000 allowed to its own 
members, the hope has been expressed 
that congressional salaries be raised. 


Need Men to Do Big Job 


Some actuaries in government serv- 
ice, now receiving less than $10,000 sal- 
ary, it is believed, could command much 
higher compensation in private business. 
Arthur Altmeyer, chairman of the social 
security board, who has to pass upon 
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all sorts of actuarial and other problems 
related to his job, is paid only $10,000 
a year. It is felt that there should be 
authority lodged somewhere in the gov- 
ernment to pay an outstanding actuary 
at the rate of $25,000 a year if necessary 
to do a big job. Instead, government 
practice is to engage consultants in spe- 
cial fields at a stock fee of $25 a day, in 
contrast to fees of hundreds of dollars a 
day charged by consulting actuaries to 
private clients. 

The social security board is said to be 
the only government agency with much 
actuarial service and its staff in that line 
is limited to about half a dozen. Be- 
sides the Williamson staff, the board has 
Thomas C. Fichander, an actuarial em- 
ploye, in its bureau of unemployment 
compensation. The railroad retirement 
board situation has already been referred 
to. The veterans administration occa- 
sionally calls for information and advice 
upon an actuarial advisory committee 
composed of some of the leading lights 
in the profession. Yet its actuarial 
problems are said to be immense, related 
to National Service Life and U. S. Gov- 
ernment insurance, pensions, claims, dis- 
ability allowances, loans to veterans for 
various purposes, etc. 

The army and navy are constantly 
dealing with pensions and pension rates, 


and the retirement of officers and men, 
which should require actuarial informa- 
tion and advice, it is said. The civil serv- 
ice commission, which manages the civil 
service retirement and annuity system 
for civilian employes of government, is 
likewise in the actuarial field, in 2 meas- 
ure. 


War Damage Corp. 


War Damage Corp. has been fortunate 
in having the services of such experienced 
insurance men as Frank Christensen and 
J. V. Herd. The internal revenue bu- 
reau’s pension trust service has a few 
actuarial employes working on numbers 
of retirement, pension trust and profit- 
sharing plans submitted under the cor-~ 
poration tax laws. 

The Treasury Department, however, 
has to deal with many other taxation 
problems, concerning inheritances, es- 
tates, efc., said to require actuarial infor- 
mation and advice. Its salary stabiliza- 
tion unit has been passing on many 
questions involving employers’ payment 
for life insurance on employes. 

Consideration of pension, annuity, re- 
tirement plans, group insurance and cer- 
tain other forms of insurance provided 
by government contractors under ar- 
rangements with the army, navy, and 
other construction or procurement agen- 





$ * 
% In Q ld 
Vayy” 4 EN mp, YOUR wr 196 
S40, M Ak, wv 
Ue Wy “ey In © S09 at ” 
a, On, yl . rf 
ag “Ya ol ll 
“4p % > 
ta ee 
SY, 
7 yy, 
Sei 
... ALL OF WHICH ADDS UP TO WHAT? O- vin! 
Sty, Se Pa ° 

It simply means that most men and women are at pe Lig? Op 
completely nqrmal. They are interested in the ™ “4 % 
success stories of others. They have ambition ep 
and confidence in their own ability to duplicate 
those success stories. 

(Our experience is that they frequently do.) 

When we first announced that the top hundred “a 
Franklin representatives averaged nearly $10,000 at x? 
last year, we received an amazing number of in- of? 60 wi? 
quiries. The gist of them was: “How do they do OE ae ‘ nas 
it? What have you got that is so unusual? J'm 3° oo ae* i 
interested.” \o? — 

We like to tell the success stories of some of ye 


these inquirers. For example, the famous “Mr. E” 
who now leads our entire sales organization; and 
the new representative in Indiana who in his first 
month sold over $550,000 of Franklin insurance. 

If you are interested in a success story of your 
own, inquire about a Franklin agency franchise. 


We'll be glad to tell 


you “how they do it,” and 


explain the remarkable sales tools they use. 
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cies of government is said to require 
actuarial knowledge. While such con- 
tracts have been on the decline since the 
the coming of peace, yet government 
procurement activities and projects will 
present continuing problems. 

The RFC has handled an immense 
amount of insurance business, aside from 
its WDC operations, it is pointed out. 
Howard Klossner, now in private busi- 
ness, was instrumental in this job. The 
maritime commission and/or war ship- 
ping administration have handled hun- 
dreds of millions of insurance during the 
war period—war risk, hull, cargo, cover- 
age on crews, etc., much of which called 
for actuarial skill. Maritime and WSA 
each have a small insurance division. 


Farm Security Administration 


Various government housing agencies 
and the farm security administration 
have to deal with insurance problems of 
many kinds and should have actuarial 
service, say advocates of a general gov- 
ernment actuarial service. Federal crop 
insurance corporation has a small actu- 
arial group headed by Herman Ekern, 
Chicago consultant, to assist in its at- 
tempt to solve the riddles presented by 
crop coverage. 

And so the strand of insurance or in- 
surance interests and actuarial problems 





and his orphans, 





— ee With firmness in the right 
as God gives us to see the right, 
let us finish the work we are in, 
to bind up the nation’s wounds, 

to care for him who shall have 


borne the battle, and for his widow 


may achieve and cherish a just 
and a lasting peace among ourselves 


and with all nations. me 


SECOND INAUGURAL ADDRESS, 1865 


extends and ramifies through the gov- 
ernment service. 

As the victory loan drive is on, there 
is talk in government circles of the pos- 
sibility of converting war and victory 
bonds into life annuities. Insurance ex- 
perts say if something like this is to be 
attempted, Congress and the Treasury 
will need all the actuarial service and 
advice they can get. 

That the budget bureau should have 
actuarial service of its own is the strong 
belief of actuaries in government service; 
but it has not. Yet that bureau, repre- 
senting the President, is called upon to 
pass on all sorts of proposals the year 
round, involving insurance and related 
problems, at the request of the Presi- 
dent'or other departments of the govern- 
ment, prior to submittal to Congress, 
and otherwise. 


Give Curbstone Opinions 


As the situation now stands, when one 
department or agency comes against an 
actuarial problem without personnel of 
its own to deal with it with knowledge, 
it calls on insurance or actuarial officials 
of some other agency of government for 
information and advice. Without time 
available to study such problems ade- 
quately, the latter officials give curb- 
stone opinions which, perforce, may or 
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may not satisfy the inquiring agency, or 
be the correct answers in the absence of 
full information and for lack of time. 

The foreign economic administration 
during the war period placed much in- 
surance on cargoes through a small 
insurance section which had the coopera- 
tion, actuarial and other, it is under- 
stood, of the industry. 

The Department of Labor, it is said, 
could use advice concerning workmen’s 
compensation problems on which it is 
constantly working. The securities and 
exchange commission supervises security 
issues and transactions of stock insur- 
ance companies. The interstate com- 
merce commission has had to do with 
insurance related to motor carriers. And 
so on. i 

While various departments or agencies 
of the government get along with little, 
or inadequate, or no actuarial service, 
though many of them need it, in con- 
trast, specialists in this field point to the 
British government. In the United King- 
dom there is a government actuarial 
office which passes on actuarial problems 
involved in any governmental or legisla- 
tive proposal touching upon them. The 
report of this actuarial office is stated to 
accompany a program or proposal that is 
submitted to the British cabinet or par- 
liament for consideration and action. 

Something similar is thought to be 
the answer to the numerous actuarial 
problems which officials of the federal 
government and members of Congress 
continually have to face. 





Mich. Veteran Plan Explained 


GRAND RAPIDS, MICH.—W. O. 
Hildebrand, Lansing, secretary-manager 
of the Michigan Association of Insur- 
ance Agents, explained the association’s 
program to assist veterans to enter the 
business under provisions of the G.I. bill 
of rights at a dinner meeting of the 
Grand Rapids association. The Grand 
Rapids Association of Life Underwriters 
also attended. the affair. : 

Mr. Hildebrand stated that the Michi- 
gan program, approved by Dr. Eugene 
B. Elliott, superintendent of public in- 
struction, has been used as a model for 
some other states and also for some 
oth industries. Under its provisions, 
returning veterans are able to learn the 
elements of agency practice, under care- 
ful supervision, while drawing federal 
educational benefits to augment their 
apprentice salaries from the agency. The 
insurance department, Mr. Hildebrand 
explained, has been cooperating fully 
with the association by providing special 
licenses for novice agents and helping 
to furnish material for their instruction. 





Insurer Wins Tax Decision 


DENVER—An assessment life com- 
pany is entitled in its computation of in- 
come tax to deduct from its gross in- 
come the amount required by law to be 
deposited in its reserve fund, used to pay 
policy claims even if this fund is in- 
vested in interest-bearing securities and 
the interest is paid to the company 
instead of back into the fund itself, the 
10th U. S. circuit court has ruled. 

The ruling was made on an appeal by 
the collector of internal revenue of Okla- 
homa from an Oklahoma federal court 
decision in favor of Oklahoma Benefit 
Life. The reserve fund was required to 
be kept under Oklahoma law. 

Circuit Judge Huxman filed a dissent- 
ing opinion, stating that, in his judg- 
ment, if the interest gained by invest- 
ment of the reserve fund were paid back 
into the fund, instead of to the com- 
pany, the fund would be tax exempt but 
that under the existing circumstances the 
fund is not being used solely for the 
payment of claims, as demanded by 
United. States tax law in order to be ex- 
empt. 


Orr in Los Angeles 


LOS ANGELES — Clifford H. Orr, 
Philadelphia general agent National 
Life, Vt., and president American So- 
ciety of Chartered Life Underwriters, 
was honor guest at a dinner of the 
Los Angeles C. L. U. chapter. Mr. Orr 





presented C. L. U. designations to fiye 
successful candidates. 

Mr. Orr discussed the educational 
situation and told of the projects of both 
the Society and the National Association 
of Life Underwriters. 





Building & Loan Ruling in Ohio 


COLUMBUS—Attorney-general Jen- 
kins has ruled that a building and loan 
association may not include in its notes 
a provision that interest for one six- 
month period is cancelled in event of 
death of a signer, if the next payment js 
met promptly. This constitutes engag. 
ing in the insurance business, the opin- 
10n states. 





May Postpone Hemispheric Parley 


WASHINGTON—It is understood 
that the proposed hemispheric insurance 
conference is not unlikely to be post 
poned from February until April. The 
plan is to hold this conference at Ha. 
vana, the same time that the Inter. 
American Council for Commerce & 
Production meets there, and indications 
are reported that that meeting will be 
postponed. James S.-Kemper is chair. 
man of the United States group in the 
Inter-American Council. 





Thomas C. Bassett, 71, who organized 
Pacific Northwest Life of Great Falls, 
Mont., and was its president, died at 
Great Falls. He entered the business 
with Northwestern Mutual Life in 1909 
in Iowa and later became associated 
with State of Des Moines, a fire com- 
pany. He organized Webster Life, Des 
Moines, in 1924 and then went to Great 
Falls to become connected with Lewis 
& Clark Life before he founded Pacific 
Northwest Life. 





An aid to hospitalization sales—the 
Hospitalization folder. Get samples from 
The A. & H. Bulletins, 420 E. 4th St, 
Cincinnati 2, Ohio. 
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U.S. SAVINGS MORE THAN 
DOUBLED SINCE 1941 

















$6.1 BILLIONS $48.0 BILLIONS 
$26.6 BILLIONS $37.0 BILLIONS 
$21.] BILLIONS $49.0 BILLIONS 




















$134.0 BILLIONS 




















Guertin Law Won't 
Necessitate Change 
in Selection Rules 





(CONTINUED FROM PAGE 3) 


pressed the belief that this improvement 
in mortality in this particular economic 
group will continue and he said he is 
convinced that there still remain great 
potential margins in the use of the new 
industrial table. 


Compare Industrial, Ordinary 


In the years 1925-37 the industrial 
mortality of nine companies exceeded 
the ordinary mortality by 43% between 
ages 10-19; 59% between ages 20-29; 
19% between ages 30-39; 59% between 
ages 40-49; 34% between ages 50-59; 
4% between ages 60-69; 19% between 
ages 70-79 and 10% at ages 80 and over. 
Current industrial experience exceeds 
the mortality rates according to the 
American experience table at the ages 
above 45 and by considerable amounts. 
At the lower ages the experience falls 
considerably below the American ex- 
perience rate. Hence the American ex- 
perience table is unsuited as a basis for 
calculations involving industrial insur- 
ance at this time. 

With the introduction at the same 
time of the 1941 sub-standard industrial 
table, provision is made for the widest 
_ in types of experience and 
TSK, 

_Under American experience rates in 
industrial, concentration of issues at the 
younger ages produces gains from mor- 
tality of rather large amounts, and com- 
Panies may be accumulating inadequate 
Teserves to meet the excess mortality 
Costs at the higher ages. This is particu- 
larly serious when interest rates are on 
the downgrade. 

Mr. Guertin said he has the impres- 
Sion that industrial rates will not be 
Tequired to be increased by the use of 
the new table. It may be found that 
Some decreases in net premiums will 


Of interest will usually offset the reduc- 
tion due to change in mortality tables. 
A large proportion of industrial busi- 
hss now being written is issued on the 
ais of the 1941 standard industrial 
ble and it is seasoned by use. The 
tiles of the game are not undergoing 
revolutionary change. The new laws 





Merely recognize that change has taken 
Mace and society has asked companies 
' conform their operations to it. 

With the substitution of the new 
able, Mr. Guertin said, the cost of in- 





sult and that the use of lower. rates’ 


surance will be more equitably distribut- 
ed among policyholders, the cost to them 
will not be changed substantially, the 
quitting policyholders will have equi- 
table treatment and the stability of the 
insurer from a long term standpoint, 
will be enhanced significantly. 





High Protection Standards 
of Veterans Should Be Kept 


LANSING, MICH.—Every possible 
effort should be made to urge veterans 
to maintain the high standard of pro- 
tection in civilian life that they estab- 
lished in military life by converting their 
National Service Life, J. E. Crampton, 
Connecticut Mutual, Detroit, asserted 
before the Lansing Life Underwriters 
Association. About 95% of the service 
men and women have the maximum of 
$10,000 protection. Coupled with civilian 
insurance kept in force by service per- 
sonnel, the average amount of insurance 
per man is $11,375 compared to a 
civilian average of $2,150, or five times 
as much. 

Most service men were unfamiliar 
with the idea of having proceeds paid 
to beneficiaries as income. “Although 
we have been trying to sell this idea to 
the public for many years, still some 


80% of civilian insurance is still payable 
as lump sums. Every penny of Na- 
tional Service Life Insurance is payable 
as income, which constitutes one of the 
major benefits that service insurance 
has conferred upon civilian insurance. 

“Every returning veteran should have 
his beneficiary provisions reviewed to 
determine whether they are in proper 
form. The life insurance men are the 
only men in the country really qualified 
to render this service to returning vet- 
erans. 

“T have found in my 10 years of deal- 
ing with men in service that I can sell 
more insurance by cooperating, by show- 
ing them how to use their government 
insurance advantageously than I can by 
trying to compete with government in- 
surance,’ Mr. Crampton asserted. 





Now a Profession 


BOSTON—The public now considers 
life insurance a profession rather than a 
vocation as a result of the increased skill 
of life agents, Frederick W. Floyd, exec- 
utive secretary American Society of 
C. L. U., said before the Boston C. L. U. 
chapter. The aim of the C. L. U. is to 
increase this skill further through its 
study programs. Basil S. Collins, Old 


CONVENTION DATES 





Dec. 2-5, Insurance Commissioners, 
Pantlind Hotel, Grand Rapids, Mich. 

Dec. 4-6, Industrial Insurers Confer- 
ence, Nashville. 

Dec. 10-12. Bureau of Personal Acci- 
dent & Health Underwriters, Hotel Clar- 
idge, Atlantic City. 

Dec. 11-12. Association of Life Insur- 
ance Counsel, Hotel Claridge, Atlantic 
City. 

Dec. 14, Life Insurance Association, 
Waldorf-Astoria, New York City. 

Dec. 17-19, Insurance Section, Ameri- 
can Bar Assn., Cincinnati. 

1946 


Jan. 23-25, National Assn. of A. & H. 
Underwriters, Wichita, Lassen Hotel. 


March 11-16, N.A.L.U. Midyear, Omaha. 

May 27-29, Canadian Life Officers Asso- 
ciation, Hotel London, London, Ont. 

Sept. 9-138, N.A.L.U. Annual Conven- 
tion, Cleveland. 








Colony Trust Company, presented the 
C. L. U. designation to three new mem- 
bers. 


An aid to hospitalization sales—the 
Hospitalization folder. Get samples from 
The A. & H. Bulletins, 420 E. 4th St., 
Cincinnati 2, Ohio. 








Multiple Lines supply every essential for a well-balanced sales 
diet. Fortified with complete coverage in Life, Group, and 
Commercial Accident and Health, your underwriting efforts 
will be vitalized by increased sales appeal. Multiple Lines re- 
build run-down prospect lists—create new enthusiasm through 
greater opportunity—promote the growth of healthier, stur- 
dier first-year and renewal commissions. For greater sales 
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EDITORIAL COMMENT 





Salvaging Detroit Life 


The inherent vitality of a block of 
life insurance when adminis- 
tered intelligently and with the interests 
of the policyholder at heart, is illustrated 
in the extinguishment of the liens in- 
cluding those for accrued interest, 
against the policies of the old Detroit 
Life which was placed in receivership 
in 1936. This business was eventually 
placed in the custody of Central Life of 
Chicago and President Alfred Mac- 
Arthur of that institution is entitled to 
satisfaction for having 
to its present 


business 


much 
nursed this 
healthy condition. 

Federal Judge Moinet, Detroit, in dis- 
charging the receivership, was well ad- 
vised in extending from the bench 
congratulations and thanks to Mr. Mac- 
Arthur and Central Life. 

Just recently Occidental Life of 
California was able to announce the 
complete removal of lien from the poli- 
cies of Register Life of Davenport and 
practically all of the other reinsurances 
in which a lien had to be imposed are 


derive 
account 


being worked out in very satisfying 
fashion. Most of these companies that 


had to be placed in receivership had 


been exploited over a period of years 
by plungers and manipulators and when 
the business was finally entrusted to 
a going institution, the asset situation 
was deplorable. However, as 
the business was placed in the hands 


of those with a true trusteeship attitude, 


soon as 


the policyholders were no longer throw- 
ing good money after bad. The assets 


were written down realistically so as 
to remove any danger that there would 
be further deterioration 
to make certain that if there were any 
change it would be in the direction of 
recovery, and the premiums 
were allowed to operate so as to fulfill 
the actuarial projections. 

Mr. MacArthur and the other admin- 
istrators of similar funds would be the 
last to claim that their successful sal- 
vaging operations are due to financial 
wizardry but they are properly to be 
credited with a true appreciation of the 
way in which life insurance is capable 
of performing in the 
life insurance men. 


in value and 


renewal 


custody of real 


Silence Not Conducive to Guidance 


When and if Actuarial Society of 
America and American Institute of Ac- 
tuaries are consolidated, we hope that 
the open meeting policy of the junior 
organization is adopted. 

At every meeting of actuaries in re- 
cent years, leaders have summoned their 
fellows to apply their actuarial talents 
to the guidance of insurance and public 
affairs above and beyond the mathemati- 
cal compartment of their duties. Actu- 
arial men of vision see that their pro- 
fession, with its objective, dispassionate, 
and’ informed bias, can exert an ever 
increasing influence in areas of activity 
in which men are seeking answers vainly 
or are making mistakes because they 
don’t apprehend the involved. 

In order to become a more influential 
factor the insurance field generally 
and in social and economic questions, 
the actuaries necessarily must vocalize 
to say. In their and an- 
nual sessions the actuaries have a nat- 
ural spring board front which to plunge 
into the insurance waters and get an 
attentive audience. Their deliberations 
on these occasions illuminate the ques- 
tions of the day and while the members 
derive benefit from talking to each other 
and comparing notes, the industry is 
deprived of some valuable compass com- 
pensating when the actuaries imprison 


verities 


in 


so mid-year 


their ideas. 
We wonder if the policy of the closed 


session is not a vestige of traditionalism 
that is out of keeping with the modern 
conception the the actuary 
should occupy in life insurance and in 
the world. Doesn’t it represent a shrink- 


of place 


ing from public contact, rather than a 


desire arrest attention to actuariai 
thought? Isn't it symptomatic of the 


old concept of the actuary and his call- 


to 


ing as deliciously esoteric and the pub- 
lic as a stranger from another world? 

Years ago, too, some of the actuaries 
may have had misgivings that parts of 
the discussion may have been on the an- 
ti-trust borderline... If so, it merely is 
we believe that the original 
considerations causing Actuarial Society 
of America now to be the only major 
life insurance organization to meet in 
closed at least could stand 
view. 


evidence, 


session 
American Institute of Actuaries has 
opened its doors to the reporting for 
the industry as a whole of much of its 
discussion and that material has been 
immensely helpful not only to the home 
office man but to the agent in the field. 
It would be a loss to the business and 
a setback to the modern objective of the 
actuarial profession if there should be 
a merger and if the custom of Actuarial 
Society should prevail so as to close the 
door on the only existing national ac- 
tuarial forum in the country. 


re-; 
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\NOW-LISTEN, JOHN, - DON'T LET THAT BEWILDER YOU. 
CONCENTRATE. ON AT LEAST $SO0O00 OF GOOD LIFE 
INGURANCE EACH WEEK AND YOUR GOAL WILL TAKE 


CARE OF ITSELF.” 








~ PERSONAL SIDE OF THE BUSINESS 





W. B. Cornett, vice-president of Loyal 
Protective Life, is visiting agencies in 
Detroit, Chicago, Minneapolis, Missoula, 
Mont., Seattle, Portland, San Francisco, 
Oakland, Los Angeles, Kansas City, St. 
Louis, Columbus and Cleveland. He 
will return to Boston about Dec. 11. 

Edward B. Raub, president of Indian- 
apolis Life and one of its founders, is 
receiving congratulations on having com- 
pleted 40 years with the company. He 
arranged for the company to get its 
charter in 1905, served as general coun- 
sel from its organization and for many 
years was vice-president. He became 
president in 1934. 

Frederick H. Groel, secretary of Pru- 
dential, will speak at the annual meeting 


of the New Jersey Association of Real’ 


Estate Boards in Atlantic City Dec. 6-8 
on “Home Ownership the Back- 
ground of America.” 

J. O. Barnett, Kingsville, Tex., gen- 
eral agent of Amicable Life, who has 
just completed 28 years with the com- 
pany, was the leader in October both 
in volume and number of lives insured, 
averaging almost a life per day and 
$2,554 per application. 

F. W. McGlasson, Waco, Tex., dis- 
trict manager of Amicable Life, is in 
the hospital at Jacksonville, Tex., re- 
covering from the effects of an opera- 
tion. 


as 


DEATHS 





Nover 


inent 1 
He wa 
Lest 
for a 
Nation 
Mrs. 
7 a Oe 
tive Co 
dent, « 
ceived 
1889. 
preside 








Kelly 
on Id 


Orso 
Wester 
life . ins 
interim 
the leg 
surance 
require! 
tablishe 
Govern 
Court « 

Mr. 
Idaho 
was ch 
ests of 
on the 
tatives 


L. A. I 


Meml 
Table i1 
ing Dec 
member 
sons, T. 

R.A.B 
Mosler, 
Ron St 
chairma 
Table, ) 
ministra 
table di 
Bradstr 
Daniel | 
tual; Ge 








Moncure March, 72, retired head of 
Equitable Society's legal department 
died following a heart attack in front o 
Holy Trinity church New York City. He 
was a brother of Gen. Peyton C. March, 
who was chief of staff during the firs! 
war. He was on the Way to a Thanks: 
giving service at the church with hi 
wife. Mr. March, a graduate of Colum 
bia University law school, became heag 
of Equitable’s legal department in 19! 
after several years with the New Yor 
law firm of Alexander & Green. He re 
tired in 1944. 

James H. Jarvis, 68, with Provider 
Life & Accident for 35 years, is dead 
He was serving in the southeastern divi 
sion at the time of his death. 

Mrs. Anna O’Rourke Hall, widow © 
Arthur F. Hall, founder and president 0 
Lincoln National Life, died at her hom 
at Fort Wayne following a week's ill 
ness. 

Hiram McCullough, who was offic 
manager of the Illinois insurance de 
partment and also superintendent of th 
small loans division during the time tha 
Ernest Palmer. was insurance directo! 
died at the age of 65. He had been 4 
resident of Evanston, IIl., and was prom 
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inent in the lumber business at one time. 
He was a personal friend of Mr. Palmer. 
Lester M. Ewan, 63, district manager 
for a number of years for American 
National in Kansas City, died there. 
Mrs. Maggie Sinclair Craig, 75, wife 
of C. A. Craig, chairman of the execu- 
tive committee of National Life & Acci- 
dent, died as the result of injuries re- 
ceived in a fall. They were married in 
i889. A son, Edwin W. Craig, is now 
president of National L. & A. 








Kelly Life Representative 
on Idaho Revision Group 


Orson A. Kelly, general agent of 
Western Life at Boise, will represent 


life insurance on the nine-man Idaho 
interim insurance committee created by 
the legislature to recodify the state in- 
surance laws to conform with federal 
requirements. The committee was es- 
tablished, with members appointed by 
Governor Gossett, after the Supreme 
Court decision in the O.E.W.A. case. 
Mr. Kelly, who is president of the 
Idaho Life Underwriters’ Association, 
was chosen by the life insurance inter- 
ests of Idaho to represent life insurance 
on the committee, which has represen- 
tatives of every kind of insurance. 


L. A. Millionaires to Meet 


Members of the Million Dollar Round 
Table in Los Angeles will hold a meet- 
ing Dec. 9, at which four Round Tabie 
members will speak. Harold S. Par- 
sons, Travelers, is in charge. 

R.A.Brown, Pacific Mutual Life; Henry 
Mosler, Massachusetts Mutual, and 
Ron Stever, Equitable Society, former 
chairman of the Million Dollar Round 
Table, will give sidelights on their ad- 
ministrations. Participants in a round 
table discussion will be Raymond H. 
Bradstreet, New England Mutual Life; 
Daniel M. Brigham, Northwestern Mu- 
tual; George Byrnes, Equitable Society, 
and George Clarken, New York Life. 


Dr. Lee C. of C. Speaker 

Dr. L. H. Lee, medical director of Pa- 
cific Mutual Life, spoke before the life 
insurance committee of the Los Angeles 
Chamber of Commerce on certain mor- 
tality trends in medical selection. 


NEW YORK 


WOMEN HEAR SLOANE DEC, 4 














The League of Life Insurance Women 
will hold its monthly meeting Dec. 4 
in the John Wanamaker club-house at 
3 pm. The speaker will be Harold 
Sloane, assistant manager Prudential, 
whose ‘subject will be “Something Old— 
Something New!” 





CL.U. TO HEAR TAX TALK 


“Taxation as Related to the Sale of 
Life Insurance” is the subject to be dis- 
cussed by George B. Gordon of the edi- 
torial staff of Prentice-Hall at the Dec. 
6 luncheon meeting of the New York 
City C.L.U. chapter at Hotel Martin- 
ique. 





PARKER-ALLSTON’S PROGRESS 


Parker-Allston Associates of New 
York, the advertising agency specializ- 
ing in insurance accounts, which has 


been in operation but five years, stands 
18th among the 466 agencies that are 
reported on in the publication “Indus- 
trial Marketing.” This agency has had 
a steady growth and represents many 
Isurers of all kinds. It has injected a 
resh spirit in its advertising copy. The 
Organization has recently been increased 
by the addition of a new man in an 
executive capacity and another in the 
Production department. 





_COMPANIES 


Remove Detroit 
Life Liens; Central 
Life Is Praised 


High praise was accorded Central 
Life of Chicago and its president, Al- 
fred MacArthur, by Federal Judge E. 
J. Moinet of Detroit in entering an 
order discharging the receivership of the 
old Detroit Life. This company went 
under Feb. 26, 1936 and the business 
was later reinsured with 65% lien by 
a new company, Life of Detroit, that 
was formed for that purpose.’ The lien 
was reduced by 5 percentage points and 
later the entire business was taken over 
by Central Life. The entire lien has 
now been extinguished including accrued 
interest. Refunds in cash will be made 
to those who have paid the 4%% in- 
terest on the lien rather than letting the 
interest accumulate as a policy indebt- 
edness. 

The old Detroit Life business 
amounts to about $744 million. 

“T think Mr. MacArthur is to be con- 
gratulated, because he is an officer of 
Central Life and had total charge and 
control and he has done a wonderful 
job,” Judge Moinet declared. “In my 
25 years of experience on the bench, 
I don’t think I have ever seen another 
receivership like it, especially one in- 
volving life insurance policies. 

“T am mighty glad and happy to sign 
the order today. I can only say that 
the rights and interests of these policy- 
holders, who were just hanging on a 
limb, have been secured. You rarely 
see that. 

“There were one or two occasions in 
this proceeding, prior to the time Cen- 
tral Life took over, that it was a little 
difficult to determine just where we 
were going to land, but, fortunately, 
we did land and this time landed right. 
And, I can say this, that Mr. MacArthur, 
upon every visit here in- reference to 
this receivership, has always had a lot 
of good ideas, and all the time he was 
working for the rights and interests of 
these policyholders, and he certainly is 
to be congratulated in this court.” 
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Iowa Life Passes 
$26 Million Mark 


in Less Than Year 


DES MOINES—lIowa Life, 
by the Iowa Farm Bureau Federation, 
showed a total of $26,295,800 insurance 
in force as of Nov. 1, it was reported 
at the federation annual meeting here. 
Charter policies totalling $21 million 
were sold during the organization cam- 
paign and $5 million since. New busi- 
ness is now averaging nearly $1 million 
a month. 

. A. Williams, manager, reported 
that nearly two-thirds of the applicants 
are under 21 years of age. 


Great American Buys 
Home Office Site 


As a post-war expansion plan Great 
American Life has sold its down-town 
home office building in Hutchinson, 
Kan., owned and occupied by the com- 
pany since 1918, and has purchased a 
building site for erection of a new mod- 
ern home office building when material 
and conditions permit. 

A lease has been secured in the First 
National 
rental quarters of the home office until 
the new building is erected. 








Indianapolis Life Anniversary 


Indianapolis Life has rounded out its 
40th anniversary. No special celebra- 





launched , 


Bank building for temporary - 





Sounds Technical, 
But It Adds Up... 


We use the American Men 
Table, and 3'4 percent rate 


We use Full Net Level Reserve 
basis 


We sell only at level pre- 
miums 


This would make a poor 
sales talk to a prospect, ... but, 
interpreted into plain English, 
it means we're interested in the 
policyholder, and trying to 
give him everything we can 
for his money. 
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Our Agents Know 





That this company, 
specializing in Non-Can- 
cellable Health and Acci- 


dent and Life insurance, is 





going ahead in 1945. 

e 
Our accident and health premiums are 
up substantially over this time a year ago. 

a 
Our new paid for life insurance shows an 
even larger increase, amounting to over 
50% for the year to date. 





This is just another example that 
this is a growing, progressive 


organization 


"™ Poul Revere 


LIFE INSURANCE COMPANY 
OF WORCESTER, MASSACHUSETTS 
J. Harry Woop, Executive Vice President 





SNA 


Acc 








tion was staged but the officers and 
heads of departments gathered in Presi- 
dent E. B. Raub’s office and a group 
photo was taken which was reproduced 
in an Indianapolis paper. An anniver- 
sary booklet will be published. 

Indianapolis Life completes its 40th 
year with $42% million in assets, $2,750,- 
000 in surplus and with insurance in 
force of more than $163 million. 


New World Soon to Move 


New World Life is preparing to oc- 
cupy the upper three floors of the Alaska 
building in Seattle which it purchased 
in 1942. Since 1943 the Alaska building 
has been occupied by the coast guard. 
Prior to the war the building was the 
home of numerous insurance offices. 


COMPANY MEN 


State Farm Mutual 


Names Curry 
BLOOMINGTON, ILL. 


Curry, general manager of Central re 
surance of Ohio and formerly actuary 
for Farm Bureau automobile, life and 
fire companies of Columbus, has been 
named actuary for State Farm Mutual. 














Mr. Curry succeeds the late R. C. 
Mead. ‘ 
Mr. Curry was with the Farm Bureau 


companies from 1929 to July, 1945, and 
has been general manager of Central As- 
surance since that time. He graduated 
from Ohio State University in 1929. 
Mr. Curry has won especial recog- 
nition for his work in the field of medi- 
cal expense insurance. As chairman of 
the medical insurance committee of the 
Health & Accident Underwriters Con- 
ference, he worked out detailed under- 
writing procedures and suggestions for 
the writing of medical expense cover 
which are now being followed by many 
of the companies operating in that field. 


Bartels Travelers 
General Counsel 


Travelers has appointed Millard Bar- 
tels as general counsel succeeding Fran- 
cis W. Cole, who became chairman in 
July and retained the position of general 
counsel pending the appointment of a 
successor. 

Mr. Bartels was born and grew up in 

















Syracuse, New York. He is a gradu. 
ate of the college of arts and sciences 
and the college of law of Cornell Uni. 
versity. He was admitted to the bar in 
Connecticut in 1930. 

Mr. Bartels went directly from col- 
lege to the compensation and liability 
department of Travelers in 1929 and was 
transferred to the law department jin 
1933. His duties there have grown stead- 
ily and he now becomes head of that 
department. 

Mr. Bartels was elected to the town 
council of: West Hartford in 1939, 1941 
and 1943 and served as president from 
1943 to 1945. He has been active ip 
many war time projects in West Hart- 
ford. 


Oregon Mutual Appointments 

John F. Hook, formerly an instructor 
in mathematics at the University of 
Iowa, has been appointed to the .actu- 
arial department of Oregon Mutual Life. 
David E Lowrie has been named a field 
supervisor in the mortgage loan depart- 


~ CHANGES 


John Hancock Has 
Fort Worth Agency 











John Hancock Mutual Life has opened : 
a general agency af Fort Worth and” 














J. D. EDGECOMB 


has appointed James D. Edgecomb get- 
eral agent. Mr. Edgecomb has _ been 





RICKS STRONG 


general agent at Dallas for the past 
two years and has ong sg sm with 
the company since 1937. Mr. Edgecomb 
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T'S TRUE there is no more 

impelling mative to provide for 
the security of your family than a 
child’s faith and trust...but hard 
work and good intentions are 
not always enough. Sometimes 
accident, sickness or death in- 
terrupt your plans. But there is 
a way to Guarantee an income 
for your family no matter what 
happens to you...a plan to as- 
sure your child's education...to 
pay the mortgage and even pro- 
vide your own retirement income. 


For a complete 
income Protection Plan 


.. ask your B.M.A, representative about 


EXCLUSIVE ALL-WAYS 
BMA INCOME PLAN 


to assure income in case of 
Accident, Sickness ...to pay 
Hospital Benefits, Surgeon's 
expenses, Doctor's calls, and 
other emergency expenses. 


Furnish full information on your “All-Ways Income 
Plan’’ for family security. 





past 
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Home Office: KANSAS CITY 10, MO. 
OFFICES IN MORE THAN 40 MAJOR CITIES 


“Reproduced here is one of 
the series of advertisements 
you'll see during 1945 in 
TIME, NEWSWEEK, THE 
UNITED STATES NEWS, 
AMERICAN andPARENTS 
MAGAZINE. 








graduated from Oklahoma A. & M. 
and studied law for three years before 
starting with John Hancock at Dallas 
as an agent. He was associated with 
the general agency department of the 
company at the home office for two 
years before becoming general agent 
at Dallas. 

Ricks Strong who was general agent 
at Dallas for John Hancock before en- 
tering the marine corps, has returned 
to resume that post. He entered service 
in October, 1942, as a lieutenant, be- 
came a captain in 1943 and was pro- 
moted to major in June, this year. 

Mr. Strong established the Dallas 
agency in 1937. He served as president 
of the Texas Association of Life Un- 
derwriters. He was one of the first life 
insurance men to attain the C. L. U. 
designation there and he has the agency 
management certificate. 





Two Discharged Service 
Men Return to Travelers 


Milton E. Sullivan and F. Monroe 
Robbins, Jr., have returned to Travel- 
ers life department after being dis- 
charged from military service. Mr. 
Sullivan is manager in the Rockefeller 
Center branch, New York, and Mr. 
Robbins is field assistant in St. Louis. 

Mr. Sullivan served as warrant officer 
and then ensign in the maritime service. 
He was instructor in radio physics. Mr. 
Robbins led a tank destroyer platoon 
and then commanded a mortar com- 
pany. He participated in the Saipan in- 
vasion. Later he was war bond and 
insurance officer in Hawaii. 


Bramhall Advanced to G. A. 
in Chicago by N. E. Mutual 


William M. Bramhall, agency man- 
ager of New England Mutual Life’s of- 
fices in the Field building, Chicago, has 
been advanced to general agent. 

With a considerably increased quota, 
his agency exceeded its 1945 goal in the 
first nine months. Mr. Bramhall has 
been in life insurance in Chicago since 
graduation from Northwestern Univer- 
sity in 1922, and was associated with 
New England Mutual’s Fowler agency 
before transferring to his present post. 








Protective Life Names 
R. C. Hewitt at Florence 


Ralph C. Hewitt of Florence, S. C., 
has been appointed general agent for 
Protective Life. 

Mr. Hewitt has been with Metropoli- 
tan Life five years and has been the 
leading producer of the entire com- 
pany in the ordinary department for two 
of those years. 

He is president of the Florence Life 
Underwriters Association and has been 
a speaker at a number of sales con- 
gresses. 

He is a graduate of the University 





Hoyers Reunited 








W. B. Hoyer 


Ralph W. Hoyer 


William B. Hoyer, who has returned 
to the John Hancock Mutual agency of 
his father, Ralph W. Hoyer, at Colum- 
bus, O., has been 3% years in the navy. 
He is a C.L.U. and is chairman of the 
Ohio Association of Life Underwriters 
veterans affairs committee. 








A, close as your telephone . . . an 


“extra man in your organization” . . He is located at the 


nearest Connecticut General office, and he knows and appre- 


ciates the broker’s problems. He has had wide practical ex- 


perience and, in addition, is backed by the broad facilities of 


the Connecticut General organization including its Advisory 


Bureau. He is a valuable source of information on all forms of 


Personal insurance, Group insurance, Business insurance and 


Pension Plans. This EXTRA man is ready to cooperate with 


you. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 





Call him at your nearest Connecticut General office. 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT AND 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES. ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 








HAMILTON 


B. T. Kamins, Agency Vice-President 





with 23% of its population in industry, 
makes money in mill and market place, 
spends it on home and culture. Enjoys ex- 
cellent municipal utilities. Plan to establish 
an agency in this southwestern Ohio City. 


SATISFACTORY 
REINSURANCE 
SERVICE 


Life 
Substandard 
Accident 
Disability 








R. E. Button, Reinsurance Secretary 


Alliance @ Life 


Insurance Company 
Executive office: 750 N. MICHIGAN AVENUE 
CHICAGO 11, ILLINOIS 
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of South Carolina and is a past presi- 
dent of the Florence Junior Chamber 
of Commerce. 


Bryant Pacific Mutual's 
Denver General Agent 


Carter H. Bryant, field director of 
training of Pacific Mutual Life, has been 
appointed general 
agent at Denver, 
succeeding the late 
A. J. Gillis. Mr. 
Bryant, however, 
will continue as 
field director for 
several months, 
completing activi- 
ties already under 
way in connection 
with the company’s 
savings plan mer- 
chandising program 





MAL. 


and its standard- “~~ 
ized recruiting pro- C. H. Bryant 
gram. 


Mr. Bryant has been with Pacific Mu- 
tual more than 21 years. For many 
years he was associated with the late 
Carroll C. Day in Oklahoma City and 
Tulsa, Okla. In 1941 he was called to 
the home office as field director. In 
the past two years he has conducted 
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more than 40 training seminars, ad- 
vanced training schools and recruiting 
clinics earoughout the company’s field. 


L. T. Wade to Davenport 
for Provident Mutual 


Provident Mutual Life has appointed 
Lawrence T. Wade as general agent for 
Davenport and the tri-city area. 

Mr. Wade, a graduate of the Illinois 
State Normal University, obtained his 
master’s degree at the University of 
Iowa. He was athletic coach and prin- 
cipal of two Illinois high schools before 
entering life insurance in Kankakee nine 
years ago. He has been representing 
Mutual Trust Life. 

He is a past president of the Kanka- 
kee Life Underwriters Association. 





J. R. Mann Joins Capitol Life 


James R. Mann, formerly with Great 
Southern Life, has been appointed Rio 
Grande Valley agency manager of Capi- 
tol Life of Denver, with headquarters at 
Harlingen, Tex. 





Ziglar Assistant to Payne 


Troy M. Ziglar, assistant manager of 
the Leonard Scott industrial agency of 
Prudential in Los Angeles, has ‘been 
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Fifty-second Year of 


Dependable Service 


Ww 


HE STATE LIFE of Indiana is a purely mu- 

tual, old-line, legal .reserve Company in its 
fifty-second year of dependable service. . . . Has 
paid over $150,000,000 to policyholders and bene- 
ficiaries, and in addition holds assets of over 
$62,000,000 for their benefit . 
range of policies from ages one day to sixty-five 
years, including Juvenile, Educational Fund, Fam- 
ily Income, Salary Continuance, Retirement In- 
come, and other up-to-date forms. . 
opportunities with complete training and service 


facilities for those qualified. 


Ww 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


MUTUAL LEGAL RESERVE FOUNDED 1894 


Ww 


. Issues a wide 


Agency 
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appointed assistant manager of the Wal- 
ter A. Payne ordinary ‘‘A” office there. 
He has been with Prudential since 1937 
and assistant manager of the Scott 
agency since 1941. He is vice-president 
of the Life Underwriters Association of 
Los Angeles. 


Little Advanced by Prudential 


John M. Little has been named su- 
perintendent at St. Johnsbury, Vt., by 
Prudential. Mr. Little was recently dis- 


charged from the marines, having en- 
listed in 1943. He was a staff sergeant. 
Mr. Little joined Prudential at St. 
Johnsbury, Vt., in 1931, and was made 
assistant superintendent of the Littleton, 
N. H. office in 1934, where he remained 
until his present assignment. His new 
offices are in the Pythian building. 





Mason Expands Organization 
Merritt Mason, Toledo general agent 


Northwestern Mutual Life, has ap- 
pointed Fred E. Richards as district 
agent at Lima, O. Mr. Richards, who 


has been in the marines, was formerly 
in life insurance field work. 

Mr. Mason has also appointed Ralph 
B. Lucas as special agent at Fremont, 
O., associated with Werner C. Young 
and Maxwell O. Bovard. 


John R. Weaver, special agent in 
Toledo, has returned after 4% years in 


military service. 





Carson Assistant in Toledo 


Samuel G. Carson has been named as- 
sistant general agent of Blosser & Hill, 
Toledo general agents of Aetna Life. 
He was manager of the Toledo agency’s 
group department in 1936 and in 1940 
became group supervisor of Aetna’s 
eastern division, with offices in Boston. 
He recently returned to Toledo after 
service in the merchant marine. 





Goebel to Head Badger Agency 


William C. Goebel has been appointed 
manager and general agent of the Badger 
Agency of Central Life of Iowa in 
Madison, Wis., effective Jan. 1. Mr. 
Goebel, a graduate of the University of 
Wisconsin, received his C.L.U. designa- 


tion this © wenn He has been principal 
of the Edgerton, Wis., junior high 
school. 





Jay Arnet with Lewis 


Jay Arnet, recently discharged from 
service, has been appointed supervisor 
of the Arthur Lewis general agency 


of Pacific Mutual Life in Newark. Mr. 
Lewis and Mr. Arnet formerly were as- 
sociates in the Arthur E. Krause agency 
in Los Angeles. 





Chescheir Returns to Louisville 


After about 414 years in uniform, Col. 
George M. Chescheir, Sr., has returned 
to Louisville as general agent of New 
England Mutual Life. He also served in 
the first world war. 

Col. Chescheir was commandant at Ft: 
3enning, Ga., and had charge of a num- 
ber of other German prisoner of war | 
camps over the country. 








Pereny Named at Pontiac 


Frank Pereny has been 
trict manager at Pontiac, 
Massachusetts Mutual Life. He was re- 
cently discharged from service. Before 
the war he had 10 years’ experience in 
the life agency field for another com- 
pany. 


named dis- 
Mich., by 





Marx Ore. District Manager 


George R. Marx, discharged veteran 
of the Pacific, has been named Eugene 
(Ore.) district manager of Connecticut 
Mutual Life. He will handle also the 
Willamette Valley territory. 





Walter Luchau has resumed his for- 
mer connection with Great Southern 
Life, as special agent at Weatherford, 
Okla., after service in Europe. 

Milton Fischer, who was with Pacific 





Mutual Life in San Antonio before en- 
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re 
tering the army, has resumed his work 
there. 

Ed E. Hambright, Lubbock, Tex, 
manager of Western Reserve Life of 
Austin, after 19 months in the army, hag 
again taken his old post. 

Lt. J. Curtis Merkel, in the navy as 
air combat intelligence officer for 3¥ 
years, has rejoined Connecticut Mutual 
Life as assistant general agent at Roa- 
noke, Va. 


ASSOCIATIONS 


To Hold Veterans’ Affairs 
Seminars in Montana 


BILLINGS, MONT. — Conferences 
on veterans’ affairs were held by the 
Montana Association of Life Underwrit- 
ers in Butte, Great Falls, Helena, Mis- 
soula and here with President Ralph H, 
Smith, Billings manager Mutual Life, 
and Con Kelleher, Billings, state chair- 
man veterans’ affairs, attending all five 
meetings. Plans were made for all as. 
sociations to hold a seminar on veterang 
affairs the first week in December. All 
licensed agents will be invited. Conse 
vation of National Service Life will be 
discussed by association members while 
the other items of interest to veterans 
will be reviewed by speakers ‘from the 
Veterans’ Administration. 

On his trip Mr. Smith found members 
of the Montana associations frank in ex- 
pressing their opinions that agents’ com- 
pensation plans be studied and, if feas- 
ible that a salary-commission basis be 
adopted in lieu of the present straight 
commission plan. They all seem to be 
in favor of a minimum salary for a mini- 
mum job to be evaluated on the basis of 
the man’s ability, territory, policyhold- 
ers, production of other companies, pop- 
ulation and per capita income and 
wealth. Members also favor enforced 
training by all companies to qualify for 

















FOLLOW THESE STARS 
TO A BRIGHTER AW 
BETTER INCOME 
LIFE — HEALTH — ACCIDENT 
and HOSPITAL INSURANCE 


Office Allowance 


Renewals As Long As Business 
Is In Force 


Commissions—Plus Cash Allow- 
ances 


Agency Advertising and De- 
velopment Fund 


+ + + OH 


Home Office Co-operation in 
Training Field Men 


We have some 
REAL OPPORTUNITIES 


for men who are looking for a chant] 
to develop their own agencies. Terti 


tories open in MISSOURI, KANSAS 
IOWA and NEBRASKA. 


For More Information 


WRITE 
O. R. Jackson, Vice-President 


POSTAL LIFE & CASUALTY 
INSURANCE COMPANY 


“An Old Line Legal Reserve Life 
Insurance Co," 


4727 Wyandotte Street 
Kansas City 2, Missouri 
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———— 
license renewal. Commissioner Holmes 
invited recommendations on licenses and 
training. : 3 
Mr. Smith urged expansion of the 
speakers’ bureau, rigid training require- 
ments for agents’ licenses, educational 
work, establishment of a quarter million 
dollar round table, greater victory bond 
sales, and aggressive legislative action. 


Oklahoma Sales Congress 


Schedule Is Announced 


OKLAHOMA CITY—A special fea- 
ture of the annual sales congress sched- 
uled for Jan. 11, by the Oklahoma As- 











You Can Plan Today For 
Your Production and 
Home of Tomorrow 


through a 


RENEWAL 
COMMISSION 
LOAN 


® PRODUCTION 

® WORKING CAPITAL 

® CUSTOMERS’ NOTES 
AND ACCOUNTS 

® POSTWAR 
OPPORTUNITIES 

® EXPANSION 

® HOMES, ETC. 


QUR BUSINESS is loaning you 
money in substantial amounts 
... the one source in the U.S. 
that specializes and really under- 
stands your needs. - 

A renewal loan of $4,500 costs 
you only 11 cents per day per 
thousand dollars. 

A unique plan developed by us in 
cooperation with the Northwestern 
National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


. MINNEAPOLIS 2, MINNESOTA 











sociation of Life Underwriters, will be 
a sales panel sponsored by the commit- 
tee of women underwriters with Pearle 
Easley, Massachusetts Mutual, presid- 
ing. Gerald Hollman, American Na- 
tional, Norman, Okla., will talk on “Sell- 
ing 440 Policies My First Year”; and 
R. W. Dozier, Massachusetts Mutual 
Life, on “Tax Problems Relating to Life 
Insurance Ownership.” Both are Mil- 


lion Dollar Round Table members. 
Other panel. speakers will be Mary 
Hobbs, Penn Mutual, Oklahoma City, 


on “Our Prospects in °46”; and Miss 
Easley on “Make Their Dreams Come 
True.” 

Other speakers announced by Jack 
Wiggins, Equitable Society, general 
chairman, include Fred G. Holderman, 
Jr., assistant manager Equitable Society, 
Peoria; Lynn Broaddus, Chicago man- 
ager Guardian Life; Charles E. Seay, 
Southwestern Life, Dallas; Newell C. 
Day, Davenport general agent Equitable 
of Iowa, and H. P. Gravengaard, asso- 
ciate editor of “Diamond Life Bulletins.” 

Jeff H: Williams, Chickasha, Okla., at- 
torney will speak at the luncheon. 


New Association Is 
Organized at Marion, O. 


Through the’ efforts of Harold 
Hostettler, Reliance Life, Cleveland, 
representing the Ohio association, 
agents at Marion have organized the 
Marion Association of Life Under- 
writers. 


Officers are: President, W. H. Good- 


win, Metropolitan Life; vice-president, 
E. G. Siefert, Ohio State Life; secre- 
tary, L. K. McGinnis, Midland Mutual 


Life; treasurer, Kenneth E. Fields, New 
York Life, and directors, Elmer Weimer, 
John Hancock; Orville J. Tobin, West- 
ern & Southern, and Carlton G. Case, 
Lutheran Mutual Life. 


Mankato, Minn.—At a meeting here of 
the Southern Minnesota association John 
Steger, state chairman of the veteran’s 
affairs committee, was the principal 
speaker. Government representatives lo- 
cated in Mankato were guests. 

The cup awarded the Mankato dis- 
trict for having won first place in the 
nation, was accepted by Orris Johnson, 
president during 1944. The certificates 
for persistency were given to five mem- 
bers. 





Los Angeles—Clifford H. Orr, Phila- 
delphia general agent National Life, Vt., 
president American Society of Chartered 
Life Underwriters, and Rev. James W. 
s3rougher, Jr., spoke to the Los Angeles 
Association of Life Underwriters. 

William H. Seigmund, 
Connecticut Mutual 
chairman reported 883 members, a gain 
of 71 since July 1. National quality 
awards were presented to 39 members. 

The women’s division heard Melzar C. 
Jones, assistant general agent of the 
Phinehas Prouty, Jr., agency of Con- 
necticut Mutual Life, discuss National 
Service Life Insurance. 


general agent 
and membership 


Muskegon, Mich.—Three members were 
awarded National Quality Award cer- 
tificates. George J. Dobben, Jackson, 
state association president, spoke on 
“Life Insurance and Reconversion.” He 
said the state association is doing its 
utmost to promote the victory loan and 
warned that “there is continued need for 
life insurance men to support bond sales 
in every community.” He urged assist- 
ance to discharged servicemen with their 
insurance problems. 


District of Columbin—Clancy D. Con- 
nell, N. A. L. U. president, addressed a 
luncheon meeting Thursday. 


Lenoir County, N. C.—A new associa- 
tion was organized at a meeting in Kin- 
ston. Wyatt Pearsall is president; Fran- 
cis P. Rasberry, Volunteer State Life, 
vice-president; W. C. Cozart, secretary; 
A. C. Letchworth, treasurer; and A. J. 
Baker, national committeeman. All are 








Mich. Group Perfects Details 


DETROIT—The members of the 
convention committee for the meeting of 
the National Association of Insurance 
Commissioners at Grand Rapids, com- 
mencing Sunday, held a meeting here 
Monday to complete final details. Regis- 
trations indicate an exceptionally large 
attendance. 


of Kinston. Hayden Stuart, 
ciation secretary, spoke. 

Bluefield, W. Va.—More than 50 at- 
tended a veteran’s affairs seminar, ar- 
ranged by C. D. Rhodes, state chairman 
on veterans’ affairs, and S. C. Rush, local 
chairman. 

Buffalo—Speakers at an organization 
meeting of the newly-formed women’s 
group included Miss Florence E. Lorf, 
president of the women’s division of the 
Detroit association, and Miss Florence E. 
Ten Brook, president of the Detroit 
Cc. L. U. chapter. Miss Bettie A. Gorman 
is chairman of the Buffalo women’s 
group. 

More than 300 attended the two-meet- 
ing seminar on veterans affairs. Austin 
H. Feltus, John Hancock, was general 
chairman. 

Speakers at the first seminar were 
life insurance men while speakers at the 
second meeting were’ representatives 
from service organizations.. Herbert W. 
Helwig, manager veterans employment 
service, warned veterans not to delay 
getting into some kind of a job. He 
contended the veteran should take what 
he can get as it doesn’t look as if the 
veteran is going to get what he so 
richly deserves. 

Kansas City—Veterans’ seminars are 
scheduled for Dec. 1 and Dec. 6. Roland 
B. Westover, Aetna Life, president; Ger- 
ard Smith, Prudential, vice-president; 
and Louis W. De Yong, Fidelity Mutual, 
veterans’ affairs chairman, will explain 
the objectives. James E. Amick, Home 


state asso- 
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Life, will discuss insurance problems in- 


volved. Veterans Administration offi- 
cials and several attorneys will also 
speak. 


Seattle—At a joint meeting with the 
Seattle C. L. U. chapter, €. L. U. certifi- 
cates were presented to Paul A. Wallace 
and Dexter Brown, Northwestern Mutual 
Life, and Charles H. Konker, New York 
Life, by Clifford H. Orr, president of the 
American Society of C. L. U. 

Windsor, Ont.—George E. Lackey, gen- 
eral agent of Massachusetts Mutual Life, 
Detroit, addressed a luncheon meeting on 
“Are Our 1946 Selling Plans Geared to 
Peacetime?” 

Gastonia, N. C.—Joseph S. Babb, presi- 
dent North Carolina state association, 
outlined the goals for the association, 
and gave a talk on prospecting. 

Indianapolis—Albert R. Jaqua, profes- 
sor of insurance marketing at Purdue 
University, spoke on “Indiana Leads the 
Way.” 

Detroit—The women’s 
a sales assembly on “Going Places and 
Doing Things,” with Florence E. Lorf, 
leading woman producer of Penn Mutual, 
presiding. 

Dorothy Reynolds, Provident Mutual, 
spoke on “How Life Insurance Is Being 





division staged 


Written in Other Cities’; Vera M. Beck, 
Dominion Life, “Opportunity Prospect- 
ing’; Florence Lorf, “Appointment 


Technique by Telephone”; Matilda Wells, 
Prudential, “Children’s Insurance as a 
Stepping Stone”; Ruth M. Kelley, Man- 
hattan Life, “Business Insurance”; Pa- 











BUILDERS of MEN Pan 


STEP No. 2 


A Combination 
Contract... 


A Break Down of Our S tanderd 


Commission Contract 


@ Allows for some “take home” money each 
week—takes the scare out of the “conventional 


commission plan.” 


IS IT A NEW IDEA? 
plan for 10 years— 


No, 


we have used the 


DOES IT WORK? Yes, our organization has been 
built around it. Check the records for results. 


WHO FOOTS THE BILL FOR LOSSES?—No one 
—it is only a part of our Builders-of-Men-Plan. 


You Can Ask Questions 


Guarantee Mutual Life Company 


An Institution You Can Proudly Represent---Ask Any of Our Representatives 


A. B. OLSON 


Vice President 


Organized 1901 


Omaha, Nebraska 
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tricia Ryan, Equitable Society, and Lil- 
lian Hogue, New York Life, jointly on 
“Career Possibilities for Women in Life 
Insurance.” 

Parsons, Kan.—Walter W. Head, presi- 
dent of General American Life, will 
speak Dec. 10th. 

Salina, Kan.—Pendleton A. Miller, New 
England Mutual, Topeka, president of 
the Kansas Association, speaks Dec. 1. 
Life men of northwest Kansas are in- 
vited to attend. 

Emporia, Kan.—A 6-hour Veteran’s af- 
fair seminar will be held Dec. 8. 

Manhattan, Kan.—Charles Cowan, 
Metropolitan Life, has been named sec- 
retary to succeed the late Herman Mag- 
nus, Prudential. 

Dodge City, Kan.—Reports on the re- 
cent state officers conference at Law- 
rence were given by Justin Fortune and 
Charles Holladay, 








Life. A resolution was adopted to in- 
crease the state dues to give added 
funds for expansion and other state 
projects. 

Springfield, Mass.—Hubert E. Davis, 
production manager for Union Central 
in New York City, will talk on “The 
Language of Selling,” at the luncheon 
meeting Dec. 3. 

Hear Detroit ‘Phone Official 


F. B. Allen, chief accountant of the 
Michigan Bell Telephone Company, 
will discuss “The Earnings and Credit 
of Regulated Industries” before the De- 
troit C.L.U. chapter Dec. 6. 





both of Kansas City 


HeNATIONAL UNDERWRITER 
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AGENCY MANAGEMENT 





Women Cashiers Prove 


Successful, Shugg Says 


DETROIT—Women, impressed into 
service as agency cashiers during the 
wartime personnel shortage, have proved 
that they can do just as good a job as 
the men whom they replaced, A. P. 
Shugg, general agent Union Central 
Life, told the Detroit-Windsor Life 
Agency Cashiers Association here. : 

The cashier, Mr. Shugg pointed out, is 
the chief assistant to the general agent 
and is responsible for all information 
given out and probably knows more 
about what goes on in the agency than 
anyone excepting the general agent. 

Special consideration should always be 
shown agents, Mr. Shugg pointed out. 
A bit of appreciation when they bring 
in an application and sympathy with a 
declination mean a lot to them. They 
should be notified at once of any 
changes their policyholders make in their 
policies at the office. 

A good cashier is informed on all 
rules, old and new, and does not have to 
write the home office for data available 
in instruction books. A. good cashier 
also knows something about the effect of 
taxes on insurance, the GI bill of rights 





T. future of James, Jr. 


was “in the lap of fate” 


until his father's name was put on a Central Life 
prospect list. The case in favor of Junior's educa- 
tion and future security was ably stated in a pre- 
approach mailing, the insurance counsel's argu- 
ments were backed with irrefutable facts and a 
contract suited to the client's individual needs. 
A favorable verdict on the Juvenile plan didn’t 
close the case. It was the starting of insurance 
selling that was extended to cover the entire 
family. Selling insurance at Central Life is a co- 
operative job, between company and agent. A 
complete and extensive advertising, direct mail 
and promotional program increases the prospect 
list and gives him strong support from the pre- 
approach stage straight through to the closed sale. 





and National Service Life. The good 
cashier has imagination and_ initiative 
and accepts responsibility, thereby re- 
lieving the general agent, Mr. Shugg 
said, 





Cummings Discusses Recruiting 


INDIANAPOLIS—At the November 
meeting of the General Agents & Man- 
agers Association, these questions were 
put up for discussion: What are the op- 
portunities for recruiting? What are the 
most fertile fields? What new angles of 
agent’s training must be considered? and 
What are the hazards of recruiting and 
training under today’s conditions? 

Thomas H. Cummings, National Life, 
Cleveland, was the speaker and centered 
his remarks on these questions. 

The Sales Research Bureau new tests 
of the aptitude index were recently given 
to 125 men in the offices of American 
United Life. 





Lindblom Minneapolis Head 


The Life Agency Cashiers Associa- 
tion at the annual meeting elected as 
president, Clarence Lindblom, Mutual 
Life; vice-president, Hazel Duffy, Con- 
necticut General; treasurer, Ann Ander- 
son, Northwestern National, and secre- 
tary, Mary Gorman, Guardian Life. 

Stanley R. Smith, Lincoln National, 
is the past president. 


Cashiers Discuss N. S. L. I. 


The San Antonio Life Agency Cash- 
iers Association held a belated installa- 
tion of its new president, Floyd Tower, 
Equitable Society. Under Mr. Tower’s 
direction a round table discussion took 
up the problem of persuading veterans 
who have returned to keep their Nation- 
al Service Life Insurance. The con- 
sensus was that the average veteran has 
no thought of keeping his insurance. 

Mr. Tower expressed the view that 
the high lapse ratio in National Service 
Life Insurance shows that something is 
definitely wrong. He indicated that it 
may be that veterans do not understand 
the retroactive and conversion terms and 
that they need advice along that line. 








Discuss “Finding the Man” 


An interesting panel discussion was 
presented before the Oklahoma General 
Agents & Managers Club on “Finding 
the Man.” This was the second of a 
series of panels for the season on the 
general theme, “Agency Building.” On 
the panel were Mel Hall, Pan-American 
Life; Phil B. Noah, American National, 
and Leslie J. Duncan, Penn Mutual. 





Pille Speaks in Boston 


Richard E. Pille, educational direc- 
tor of Connecticut Mutual Life, spoke to 
the Supervisors Club of Boston on “The 


The Life Cashiers Association of Bos- 
ton heard a talk by Arthur W. Cyrs, 
Phoenix Mutual, Boston, on the Seabees 
work in the Pacific. 


POLICIES 


Mutual, N. Y., Makes 
Important Change 
in Family Income 


Mutual Life of New York has replaced 
its 10, 15 and 20-year family income 
plans with three plans of like name and a 
rider to age 65 which may be added to 
new or old insurance on the preferred 
risk modified life and premium-paying 
life, endowment and endowment annuity 
policies issued since Jan. 1, 1907, pro- 











—————_ 
a 


vided premium payments are sufficient to for 
cover the family income period. low 
The monthly income is the sum of war 
interest on the face amount at the guar. Dt 
anteed rate for income settlement Option opto 
(1) in the policy to which the rider is catio 
attached, plus instalments on a 2% guar. of 3 
anteed interest basis produced by the mula 
reducing term insurance. The amount of er 
eed 


term insurance at any time is the com. 
muted value at 2% of the instalments 
which would become payable if the jp. 
sured’s death occurred at that time, 
Premiums shown below are on the 
basis of $10 monthly income with a $1,00 w 
policy containing income settlement op. Ple 






















tions at 2% interest. For the age 4; “Py 
plan, the premium rate for all ages js nie ( 
$17.25 on the 2% basis. Premiums op the “ 
the additional term to provide incomeh cued 
are payable to within three years of end A te 
of period. dan f 
Additional Term Rates loan fe 
-—_———Plan Plan— ~ 
20° <1s 40 20 is pe f° 6 
Age Yry Yt. yr... Age yr. yr. yr, year. 
20 = $5.90 $4.81 $3.82 38 $10.20 $7.44 $54 year, 1 
21 5.98 4.87 3.87 39 10.87 7.87 5H any li! 
22 6.06 4.98 3.92 40 11.60 8.37 5% 10 
28 6.14 4.98 3.96 41 12.54 8.90 ¢ ve! 
24 6.22 5.03 3.98 42 13.58 9.51 anyone 
25 pet Coa i 4 Lop 10.19 Ordina 
26 6.41 5.13 4. 4 92 10.93 
27 «6,58 «5.18 4.06 45 17.26 11.75 dowme 
28 6.67 6.26 4.10 46 .... 13:88 attaine 
29 6.83 5.35 4.14 47 13.65 payme: 
30 7.03 5.45 4.19 48 14.74 
31 7.25 5.58 4.25 49 15.93 104 
32 7.53 5.74 4.84 50 17.25 ——— 
33 7.84 5.93 4.44 51 a 
34 8.20 6.15 4.57 52 
35 8.61 6.41 4.72 53 
36 9.08 6.71 4.90 54 
37 9.61 7.05 5.10 55 ee 
New Juvenile Plan 


An endowment at age 18 with ult 
mate amount age 5 is available to chil 
dren ages 0 through 8. Premium rat 
are: Age 0, $54.61; age 1, $58.26; age! 


$62.22; age 3, $66.35; age 4, $70.97; a One of 
5, $76.28; age 6, $82.53; age 7, $90. og 
age 8, $99.73. positior 

Provision to waive premium at deat retary 
of payor will be granted with insuran The A 
on the lives of children ages 10 to! about 4 
as well as ages under 9, as heretoforg | Hg ov 
This is extended to the life paid-up ge 


85, 30 payment life, 20 payment life an 
20 year endowment policies. 

This additional protection is extend 
to insurance issued since July, 1940, 
plans which would now provide th 
benefit. . 


Same Dividends 
for N. E. Mutual 


New England Mutual Life has vot 
$11,100,000 for distribution as dividen 
during 1946. This compares with $1 
200,000 voted last year and will conti 
the dividend distribution in 1946 on 
same scale as paid throughout the 
five years. The company will conti 
to pay interest at the rate of 34% 
ing 1946 on dividends and other fu 
left on deposit. 








Same Home Life 
Dividends for “46 


Home Life has voted to conti 
policy dividends on the same basis 
1946. 

While the formal action covers @ 
the first quarter of 1946, as is the 
tom of the company, directors will ¢ 














clare the basis of dividends for the Canada, W 
tire year of 1946 at the January meet salesman, . 
in compliance with the New York li Can attract 
It is anticipated that directors 1 ;est#gation. 
then continue dividends for the é% a 
year on the basis of its approval ati 
the first quarter. Such continuance 
“_— an Sou ame of Be: - — 
of approximately 13% more 1f0f +9 memes 
dividends than was required for “| —————— 
dends payable in 1945. EVERY Lil 
E. I. Low, chairman, stated that READ and 
earnings from premium income fof J bows.” yy 
year to date have been unusually fat ‘. 
able, and more than offset the eg PY addr 
of the downward trend in the inte . Kans 
rate. This favorable experience is 9 mmm 
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for the most part, to the abnormally 
low death rate in_ spite of substantial 
war losses in the first half of the year. 

During 1946 funds under settlement 
options will continue to receive an allo- 
cation from interest earnings at the rate 
of 3% per annum. The interest accu- 
mulation rate for dividends left on 
deposit will be continued at the guaran- 
teed rate of 3%. 


Ohio National Introduces 
“Planned Economy” Form 


“Planned Economy” is the name of a 
new Ohio National policy which replaces 
the “Adjustable Protection,” and is is- 
sued for a minimum of $3,000. 

A term to 65 with guaranteed conver- 
sion privileges, this policy has cash or 
loan values or provision for paid-up term 
to 65 insurance after the third policy 
year. Prior to the end of the third policy 
year, this contract may be converted to 
any life or endowment policy requiring 
10 or more annual premiums; thereafter, 
anyone of six policy forms as follows: 
Ordinary life, 20-payment, 25-year en- 
dowment, or 30-year endowment up to 
attained age 55, endowment 65 or 20- 
payment endowment 65 up to attained 


WANT ADS 

















WANTED 
AGENCY SECRETARY and 
SUPERVISOR 


One of the soundest, though not the largest, 
middlewestern life companies needs addi- 
tional help in its Agency Department. The 
position calls for a combination Agency Sec- 
retary and Field Supervisor. 


The Agency Secretary work should take 
about 25% of your time and consists of get- 
ting out the company’s publications, sales 
promotion, sales promotion material, con- 
tests, agents’ supplies, etc. The field work 
should take 70% to 75% of your time and 
consists of recruiting, training and super- 
vising General Agents and agents. 


Salary will be commensurate with experi- 
ence and ability. 


Here is an outstanding opportunity with a 
fast growing, oageesre company. Inquire 
in absolute confidence, stating age, experi- 
ence and salary expected, to Box E-3, The 
National Underwriter. 

















WANTED 


Life Insurance Co. 


Experienced life insurance agency 
executive is ready to purchase con- 
trolling interest in medium-sized 
midwestern state life insurance 
company. Can assume full charge 
of sales. All replies confidential. 
Address D-93, The National Under- 
writer, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. . 


























TO LIFE INSURANCE COMPANIES: 


Wanted by a qualified Life Insurance man with 
@ twenty-year successful record, a ‘General 
Agent's Contract’’ with a good Canadian, Brit- 
h or American Life Company for Vancouver. 
Canada. Well established in Vancouver. Good 
salesman, organizer and enthusiastic worker. 
Can attract new men. Will welcome {fullest in- 
Yestigation. Reply in confidence to Box E-2, 


4 The National Underwriter, 175 W. Jackson Blvd., 


Chicago 4, Illinois. 








a 








EVERY LIFE INSURANCE MAN should 


READ and USE “Chasing Financial Rain- 
bows.” It's building “prospects.” For 
‘Copy address Round Table, P. O. Box 
486, Kansas City 13, Missouri. 











age 44 at a rate lower than attained age 
premium. 

Should the policy be operating under 
the disability clause at insured’s 55th 
birthday, the policy automatically con- 
verts to ordinary life with premiums 
waived during continuance of disability. 
Illustrative premium rates are: 


Age Prem. Age Prem. Age Prem. Age Prem. 
18 $10.93 27 $13.02 35 $15.67 43 $19.76 
19 11.11 28 13.30 36 16.09 44 20.42 
20 12.31 ‘29 3.58 3 16.53 45 21.12 
21 11.51 3 13.89 38 16.99 46 21.87 
22 11.72 31 14.22 39 17.48 47 22.69 
23 11.93 3 14.55 40 18.00 48 23.54 
24 12.16 33 14.90 41 18.55 49 24.46 
25 12.40 3 15.28 42 19.13 50 25.44 
26 §=12.66 


Central, Ia., Adopts 
New Option Scale 


Central Life of Iowa has announced 
new settlement option figures and single 
premium rates effective Jan. 1. Single 
premium life and endowments will be 
based on 2% interest assumption and 
will be available as a life policy or 10 
and 20-year endowments and endowment 
at age 65. The single premium rates 
for quinquennial ages are: 


10'¥x: 20 Yr. End. 

Age Life End. End. at 65 
10 =$384.37 $885.01 $733.26 $427.94 
15 416.3 885.24 734.34 464.98 
20 451.15 885.54 735.85 505.41 
25 488.90 $86.00 738.16 549.58 
20 29.56 886.70 741.64 197.62 
35 572.97 887.76 746.85 649.61 
40 618.78 889.38 754.56 705.62 
45 666.44 891.81 765.77 765.77 
50 715.15 $95.44 781.64 830.46 
55 763.90 900.79 803.24 900.79 
60° 811.52 908.50 2S) Beer 
65 856.70 919.28 0 | aor 


Settlement option provisions have been 
revised to include the interest only op- 
tion based on 2% interest; fixed period 
(1-30 years); life income, with or with- 
out the refund guarantee, and income 
guaranteed for 100 or 240 months; in- 
stalments of fixed amount until proceeds 
are exhausted; and a joint and % sur- 
vivor annuity. The same options apply 
upon surrender of policy. Excess inter- 
est dividends are paid on all options ex- 
cept the joint and survivor option and 
do not extend beyond the certain period 
of the annuity option. 

Opt. C—Cont. inst. per $1,000 
Opt. B—Fixed Period ——Mo. Life Inc. 





No. 100 240 
of Ann. Mo. Age Life Inst. Mo. Mo. 

Yrs. Payt. Payt. M F Ann. Ref. Cert. Cert. 
1 $1,000.00 $84.30 15 20 $2.81 $2.77 $2.81 $2.78 
2 506.17 42.67 20 25 2.93 2.88 2.93 2.89 

3 341.60 28.80 25 30 3.08 3.01 3.08 3.04 

4 259.33 21.86 30 35 3.27 3.17 3.2% 3.22 

5 210.00 17.70 35 40 3.50 3.36 3.49 3.41 

6 177.12 14.93 36 41 3.56 3.40 3.5 3.45 

7 153.65 12.95 37 42 3.61 3.44 3.59 3.50 

8 136.07 11.47 38 43 3.67 3.49 3.65 3.54 

9 22.40 10.32 39 44 3.73 3.53 3.71 3.59 

10 111.47 9.40 40 45 3.79 3.58 3.77 3.64 
il 102.54 8.64 41 46 3.86 3.63 3.83 3.69 
12 95.11 8.02 42 47 3.93 3.68 3.90 3.74 
13 88.83 7.49 43 48 4.00 3.74 3.97 3.79 
14 83.45 7.03 44 49 4.08 3.80 4.04 3.84 
15 78.80 6.64 45 50 4.15 3.85 4.11 3.90 
16 74.738 6.30 50 55 4.61 4.18 4.54 4.18 
17 71.15 6.00 55 60 5.20 4.59 5.06 4.47 
18 67.97 5.73 60 65 5.97 5.08 6.71 4.75 
19 65.13 5.49 65 70 6.97 5.70 6.49 4.98 
20 62.58 5.28 70 75 8.32 6.48 7.89 5.24 
25 52.95 4.46 75 80 10.13 7.46 8.38 5.23 
30 46.61 3.93 80 85 12.62 : 9.3 5.23 
85 & 16.07 . 10.14 5.23 

over 





Restores Extra Benefits 


Full and automatic restoration of dis- 
ability and double indemnity benefits 
which had been terminated by reason 
of military or naval service on the part 
of the insured, has been announced by 
Franklin Life. Extra premium required 
under the policy for such benefits will 
be included in the notice of the first 
premium falling due after Oct. 31. If 
the insured thereafter pays the full 
premium required by the policy, then 
such benefits will automatically be re- 
stored. with respect to any claims, the 
causes of which have their inception 
on or after the date of such premium. 





Another Juvenile Form 


Connecticut General Life has supple- 
mented its juvenile coverage for the state 
of New York with a return of premium 
to age 10 policy. Death benefit prior 





to child’s 10th birthday (nearest age) is 
premiums at 3% compound interest; 
thereafter, ultimate amount—minimum 
$1,000; maximum $25,000. 

The policy is available, ages 0-9, both 
participating and non-participating de- 
partments, on these plans: 20-payment 
life, 20-year endowment, and insurance 
and monthly income to age 65. An en- 
dowment at 18 on the participating plan 
also is available. 

Non-Participating 








20 Pay. 20 ¥r.. ‘= Ins. to 65 

Age Life End. Boys xirls 
0 $17.91 $44.89 $13.78 $14.84 
1 18.24 44.91 14.13 15.23 
18.58 44.95 14.51 15.64 

4 18.95 45.01 14.91 16.08 
i 19.32 45.08 15.32 16.53 
D 19.72 45.16 15.75 17.00 
6 20.12 45.25 16.20 17.50 
7 20.54 45.35 16.68 18.02 
8 20.98 45.46 17.17 18.56 
9 21.43 45.59 17.69 19.13 

Participating 

20 20 yr. End. —Ins. to §65— 

Age Pay. End. Age1S Boys’ Girls 
0 $23.40 $50.47 $56.00 $18.18 $19.39 
1 23.76 50.49 59.47 18.57 19.82 
2 24.17 50.57 63.70 19.00 20.29 
3 24.6 50.67 68.54 19.45 20.78 
4 25.04 50.79 73.76 19.92 21.30 
5 25.51 50.92 80.20 20.42 21.84 
6 25.99 51.08 86.81 20.93 22.40 
a 26.49 51.25 95.67 21.47 22.99 
8 27.02 51.44 106.41 22.04 23.61 
9 27.56 51.65 118.51 22.64 24.26 


Gaandion Continues 
‘45 Dividend Scale 


The 1946 dividend scale of Guardian 
Life will be the same as for 1945. This 
action, based on the company’s opera- 
tions for the first nine months of this 
year, was approved by the board of di- 
rectors at its last meeting. The amount 
available for distribution to policyhold- 
ers as dividends in 1946 is estimated at 
$2,425,000. 

No change will be made on the in- 
terest rate declared on dividends left to 
accumulate at interest. The rate for 
policy proceeds left under optional set- 
tlements is guaranteed in the contracts. 
No excess interest will apply except 
where the proceeds are left with the 
company without right of withdrawal 
under an option guaranteeing 2%. In 
such cases the interest credited for the 
calendar year 1946 will be 2%% in- 
cluding the guaranteed 2%. 





Reinstates Disability 

Oregon Mutual Life is reinstating dis- 
ability and double indemnity benefits 
eliminated because of service in the 








FRIDEN Fully Automatic Calculators ..... 


as if by magic ...produce useable answers to your fig- 
ure work problems. As seeing is believing...telephone 
or write your local Friden Representative and conven- 
iently arrange for a demonstration. Learn why a Friden 
is so simple to operate; that anyone in your office can 
be taught to produce accurate answers on your own 
work, with less than 15 minutes instruction. Through 
the efficiency of effortless productive operation, this 
modern calculating device will pay for itself in any 
business, large or small. Remember that only with a 
Friden, the calculator, not the operator, does the work. 


Friden Mechanical and Instructional Service is avail- 
able in approximately 250 Company Controlled Sales 
Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CO., INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUCHOUT THE WORLD 














STATEMENT OF FACT OF INTEREST TO 
EVERY LIFE INSURANCE SALESMAN 


HAVING a good thing to sell is over half the battle; this 
is an axiom understood and appreciated by every salesman. 
Last year, Modern Woodmen Agents sold 30.8 more new 
business than in the preceding year—the increase in the in- 
dustry, as a whole, was only 3.4 for the same period. 


“~ 


increase of 
new business 
in 

life insurance 


Q ALL COMPANIES 


io Pelebeet reich 


Why? Just this: Our men had a good thing to sell. Our 
Agents made money last year, are be 1 it this year and will 
continue to do so . . . because of a liberal compensation plan, 
aggressive field work and sympathetic Home Office co-operation. 
YOUR inquiry into the possibilities of a connection as a per- 
sonally producing District Manager, in charge of other men, is 
cordially invited. Generous financing plan offered. Write, 
without obligation, today. 


FIELD DEPARTMENT 
MODERN WOODMEN OF AMERICA 


1502 Third Avenue, Rock Island, Illinois 














Insurance in Force - Over One-Half Billion Dollars 





_AeNATIONAL UNDERWRITER 











OUR 40TH YEAR IS SETTING NEW RECORDS! 


November 19, 1945, the Indianapolis Life Insurance Com- 


pany will complete forty years of service. 


Our 40TH ANNIVERSARY YEAR is setting new records— 

—In GAIN OF INSURANCE IN FORCE—total in force 
now exceeds $151 ,000,000. 

—In GAIN OF ASSETS—tota!l now exceeds $41,000,000. 


—In LOW LAPSE RATIOS—renewal lapse ratio for first 
nine months 1.55%. 


Business Increasing Since V-J Day 
New business has increased rather than decreased since V-J Day. 
OCTOBER WAS THE BIGGEST OF ANY OCTOBER IN THE 
COMPANY'S HISTORY! 
CAREER MEN — 
The Company has long been known as a builder of CAREER MEN. 
They are carefully selected and thoroughly trained. They become 
a happy part of a family-type relationship with Officers and Home 
Office personnel. 


THEIR AVERAGE EARNINGS ARE HIGH because they are SUC- 
CESSFUL, CAPABLE MEN. 


Indianapolis 
Life Insurance Company 


Indianapolis 7, Indiana 
A Quality Legal Reserve Mutual Company 


A. H. Kahler 
Second Vice-President ive ie 
Supt. of Agencies nema 
General Agency opportunities still available, for men who can qual- 
ify, in a few choice cities in Indiana, Illinois, Ohio, Michigan, Texas, 

Minnesota and lowa. 


A. Leroy Portteus 
Vice-President 








armed forces. In all cases where dis- 
ability has been eliminated, a letter will 
be sent to the insured outlining the re- 
quired procedure for reinstatement. Re- 
instatement underwriting will be liberal- 
ized to the extent that all cases will be 
approved except those that are already 
disability claims and those that are po- 
tentially imminent claims. Payment of 
only the pro-rata’ premium will be Tne= 
quired. The double indemnity benefit 
will be restored automatically on the 
next premium due date upon payment of 
the required premium, which will be in- 
cluded in the premium notice. Accept- 
ance of the premium will be subject to 
the condition that death resulting from 
an accident which took place before the 
date of payment is a risk not covered. 
If reinstatement is desired before the 
next premium payment date, it can be 
effected by payment of the pro-rata 
premium. 

These modifications will be in 
effect only until Feb 1, in the case of 
disability, and until the next premium 
due date in the case of double indemnity. 

Oregon Mutual Life is recognizing 
Sept. 2, 1945, as establishing the ‘end of 
the war for interpretation of various war 
exclusion provisions. 


rule 


_AGENCY NEWS 


Seattle Wins Equitable 
of Iowa Football Contest 


The Seattle agency of Equitable Life 
of Iowa was the winner in a five-weeks 
football sales contest among Equitable 
agencies. 

The Seattle 
Bell, general 
a different rival 
the “Big Six 





under Hugh S. 
agent, competed against 
agency eich week in 
Conference” and won 
every game from teams representing 
New York, Detroit, Kansas City, Har- 
risburg and Des Moines. 

John Utter of the Seattle team led 
with more than $200,000 of completed 
business for the period, while Glenn 
Simons, Arthur Kehle, John F. Kavaney, 
Vander J. Rose and Gus Forsburg each 
completed more than $100,000. 

Mr. Bell and several of his 
attended the company’s school in ad- 
vanced training at Des Moines and 
were guests of the company at the Ilowa- 
Minnesota football game. 


New Men Help Set Record 

The Los Angeles ordinary “B” agency 
of Prudential in a seven weeks’ contest 
just closed paid for $1,825,000 of ordinary 
business. Two new men_ with the 
agency, each in his first year in the busi- 
ness, stand out in helping achieve this 
total. George Novell paid for $400,000 
his first year, and Carl Bryan paid for 
$216,000 in the year to date. Mr. Bryan 
has written 241 cases since the first 
of the year. His highest total wads 18 
applications in one week. 


squad, 


leaders 








Prouty Agency Exceeds Quota 
The Phinehas Prouty, Jr., agency of 
Connecticut Mutual Life in Los Angeles 
during the six weeks campaign celebrat- 
ing the company’s 99th anniversary and 


in honor of James Lee Loomis, chair- 
man, reported $1,006,922 of new  busi- 
ness, 105.6% of the objective set. 





New Strategy in 
Health Cover Bill 


(CONTINUED FROM PAGE 1) 


best decided after a decision has been 
reached on all the details of the medical 
care plan itself. Moreover, the financial 
details relating to the raising of the rev- 
enue for the plan raises many special 
problems which have a bearing on.exist- 
ing income taxes and payroll contribu- 
tions and should be considered in rela- 
tion to these laws.” 

In answer to criticisms that a prepaid 
medica] care plan involves regimentation 
of doctors and patients, lowered stand- 
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ards, political medicine and socialized 
medicine, etc., Mr. Wagner holds “pre- 
paid medical care is not socialized medi. 
cine; it is not state medicine.” 

“A system of prepaid medical care is 
simply a method of assuring a person 
ready access to the medical care that he 
or she needs by eliminating the finan- 
cial barrier between the patient and doc- 











































tor or hospital. Since patients are guar- 
anteed free choice of doctor, doctors 
are guaranteed the right to accept or re- 
ject patients, and hospitals are guaran- D 


CHa» 


teed freedom to manage their affairs, it 
should be obvious that the system does 
not involve regimentation of doctors, 
hospitals or patients. Neither do I be- 
lieve the propaganda that the doctors of 
this country will lower the standards of 
medical care simply because they are 
guaranteed payment for their services.” 

Freedom of medical practice is care- 
fully safeguarded, according to Mr, 
Wagner. “Each person is entitled to 
choose his own family doctor from 
among all physicians or groups of physi- 
cians in the community who have volun- 
tarily agreed to go into the system.” He 
amplifies this contention to considerable 
extent in his statement. 


ATL 





Voluntary Plans Viewed 

The senator attempts to secure the 
support of existing voluntary insurance 
or prepayment plans and similar agen- 
cies by pointing out that “all qualified 
hospitals, all qualified medical groups or S 
organizations, will be able to participate 
in the program as organizations that will d 
furnish services to the insured persons Ss 
who choose them; they will receive fair 
payments for the services they furnish A 
under the bill; and they will have en- 
larged opportunities to be service agen- m 
cies for particular groups or for their P 
communities. This applies to service or- 
ganizations created by trade unions, con- 
sumer groups, employers, nonprofit com- 
munity groups, churches, fraternal asso- 
ciations, groups of doctors or individual 
doctors, medical societies, or many other 
kinds of sponsors, or groups of sponsors. 
The bill not only provides for utilizing 
existing service organizations, but it also 
encourages the creation of new ones. 


Will Continue to Operate 


“The groups operating under the Blue 

Cross hospital insurance plans will be 
able to continue to act as representatives 
of the participating hospitals and_ the 
community groups that own or manage 
the hospitals, and they will have large 
opportunities to be important public or- 
ganizations that facilitate the adminis- 
tration of vital parts of the insurance 
system. The same will be true for many 
other community and public organiza- 
tions. 

“Medical service groups, private clin- 
ics, salaried staffs of hospitals, group- 
service plans such as the Kaiser or the 
Ross-Loos plan, furnishing service under 
the system would be as free as they are 
today to select their own staffs and their 
own method of paying physicians and 
others on their staffs, irrespective of the 
method of payment which prevailed 
among the individually practicing physt- 
cians or dentists of the local area. 





Decentralized Administration 





Administrative officers are given dt- 
ties to perform and the necessary au- 
thority so that they can carry out theif 
duties efficiently and promptly, Mr. 
Wagner states. But their author ity is 
carefully limited through checks af 
balances. Limitations are carefully 
specified in the bill: for example, the 
rights of insured persons and of physk 
cians, and hospitals, are set down. 

“Moreover, the surgeon general is 
rected to decentralize the administratit 
of the program to the maximum ext 
possible, and administration 
the states and localities is 
preference and priority 
the state and local authoriti 
wish to take over the responsibilf 
Where no such arrangements have beg 
made, the surgeon general is directed! 
establish committees in each locality 
aid in the administration of the prog 
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CAL-WESTERN 
ISN'T LETTING 
DOWN THE BARS 





California - Western 
States Life heartily en- 
dorses the Life Insurance 
Sales Research Bureau 


Agency Management Com- 
mittee’s ‘‘Statement re 
Postwar Manpower.” 


Present agency forces must 
be enlarged, but the pres- 
ent high quality of agent 
must also be maintained. 


Men and women who 
cart qualify as field asso- 
ciates are given the com- 
pany’s copyrighted “You 
Incorporated” training 
course. The training is 
based on the T. W. I. 
method and administered 
by Cal-Western managers 


skilled in the use of T. W. 
I. training technique. 
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and to assure that the program will be 
adapted to local needs.” 


RESTATES CHAMBER’S STAND 


In distributing copies of President 
Truman’s message recommending a na- 
tional system of compulsory health in- 
surance, L. Kirkpatrick, manager 
U. S. Chamber of Commerce insurance 
department, calls attention to the cham- 
ber policy on medical and cash sickness 
benefits, as established by referendum 
vote of chamber organization members. 
The chamber’s position has been stated 
as follows: 

“Employers who have not done so, 
should explore voluntary means of pro- 
viding protection for their employes 
against nonoccupational diseases and ac- 
cidents. 

“Public action should only be taken if 
after a reasonable period of time sub- 
stantial gaps of employes remain unpro- 
tected. 

“Public action, if taken, should be at 
the state level and not at the federal 
level. 

“Voluntary group effort to provide 
more adequate service is urged. 

_“Avoid a system of socialized medi- 
cine where doctors become government 
employes and which would prevent a 
free choice of doctor by the patient.” 

While the President and Senator 
Wagner assert the new program is not 
socialized medicine, commentators point 
out that it might ultimately become so, 
as the practice of medicine could not 
long remain “half free and half govern- 
ment” and that “eventually it will be 
all government medicine.” 


Fraternal Leaders 
Gather in Chicago 


(CONTINUED FROM PAGE 1) 


for the life insurance benefits, but the 
social and other activities. While under 
the fraternal system in most cases these 
members are compensated in a small 
way for their help, they generally do 
not get any such compensation as do 
ordinary life agents. The societies 
never have had to pay premium taxes 
or license fees on field representatives 
and have no provision in their financial 
setup and loading in the premium for 
such expense. The imposition of such 
taxes, therefore, works an unusual hard- 
ship on them, and in many cases it is 
questionable how they could legally pay 
such taxes under their state charter. 

There is little doubt that the issue 
of taxation and licensing will be fanned 
to full flame in future sessions of legis- 
latures and this problem will be perhaps 
the most serious one which will face 
Mr. Below as president. 

Sterling C. Holston, field manager of 
Woodmen of the World, Omaha, was 
elected president of the Fraternal Field 
Managers Association at the annual 
meeting in Chicago during the National 
Fraternal Congress convention. The 
other new officers are: Vice-president, 
H. A. Mitchell, field director of Equita- 
ble Reserve, Neenah, Wis.; secretary- 
treasurer, John E. Little, field director 
of Maccabees, Detroit. 

The executive committee consists of 
N. K. Neprud, superintendent of agen- 
cies, Lutheran Brotherhood, Minneapo- 
lis, the retiring president; Thomas O. 
Hertzberg, sales manager of Fidelity 
Life, Fulton, Ill.; Earl McFadden, field 
director of A.O.U.W., Fargo, N. D., and 
Herbert G. Benz, educational director 
Aid Association for Lutherans, Apple- 
ton, Wis. 











To View Housing Bill 


WASHINGTON—L. Douglas Mere- 
dith, vice-president National. Life, Vt., 
and a member of the U S. Chamber of 
Commerce construction and civic de- 
department committee, is 
scheduled to appear before the Senate 
banking committee Dec. 5 at hearings 
on the new Wagner-Ellender-Taft feder- 
al housing bill. 








OPPORTUNITY!!! 


The policyholders of the Detroit Life Insur- 
ance Company have had their equity in 
their policies completely restored after five 
years and five months of management by 
the Central Life Insurance Company of 


Illinois. 


To render continuing service to its many 
thousands of policyholders in Michigan 
who own upwards of Thirty Million Dollars 
of life insurance in the Central Life through 
the induction and training of an aggressive, 
qualified field force creates a real oppor- 
tunity for an experienced agency organizer 
capable of assuming responsibility for 
agency matters in the entire State. 


Address inquiries regarding this position to 
Mr. Alfred MacArthur, President, Central 
Life Insurance Company of Illinois, 211 W. 
Wacker Drive, Chicago 6, Illinois. Give full 
information respecting previous employ- 
ment and results achieved for the past five 


years in the first letter. 

















NOTHING SUCCEEDS 


Like Success 


It is easier for a life insurance agent to suc- 
ceed when he is connected with a progressive 
and successful company. Protective Life is 
one of the fastest growing and financially 
one of the strongest companies in the coun- 
try. A few of the territories now open for 
establishment of a general agency are listed 


below. 


AGENCY OPENINGS 


Alexandria, Va. 
Jackson, Tenn. 
Rome, Georgia 


PROTECTIVE LIFE 


INSURANCE COMPANY 


WILLIAM J RUSHTON, President 
BIRMINGHAM, ALABAMA 


Columbus, Ga. 
Bluefield, W. Va. 


Texarkana, Texas 
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LEGAL RESERVE FRATERNALS 





A.O.U.W. of N. D. to 
Pay All War Losses 


FARGO, N. D.—Directors of A. O. 
U. W. of North Dakota have voted to 
pay in full all death claims of policy- 
holders whose death occurred while serv- 
ing in the armed forces. War deaths 








LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex. 
perience reserve basis. Twenty- 
six years old — $118,500.52] in 
force. Mortality experience 1944 
—39.16%. Rate of assets to 
liabilities—110.11%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force 


* 
Address your letter of inquiry 
to . 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERAN 
Herman L. Ekern, President 
608 Second Avenue So., Minneapolis 2, Minnesota 








Insurance for 
Entire Family 


Life 
Health and Accident 
Hospital Expense 


Desirable territory available for 
District Managers 


The Standard LIEE 
Association 


Lawrence, Kansas 
Founded 1890 








“Since 1868”"—the 
best in Life insurance 
Service for Catholics 


CATHOLIC 


8 FAMILY PROTECTIVE 








LIFE ASSURANCE SOCIETY 
726M. WATER STREET - MILWAUKEE 2, wis. 
Whole Family Life Ineurence for Cothelics 
THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller 
Supreme President 











increased the average mortality by only 
a small amount so it was decided to pay 
war clause claims in full the same as on 
any other claims arising under its ordi- 
nary policies. 

The combined war and aviation clause 
has been discontinued. 


North Dakota Congress 
Elects Mrs. Hovell Chief 


Mrs. Cecelia Hovell of Maccabees at 
Grand Forks was elected president of 
the North Dakota Fraternal Congress 
at the annual meeting at Bismarck. She 
succeeds Walter Fearn of A. O. U. W., 
who presided. Commissioner Krueger 
gave the principal address. 

The other new officers are: First vice- 
president, F. L. Monroe, Brotherhood 
of Railroad Trainmen, Enderlin: sec- 
ond vice-president, Mrs. Enga Larson, 
Royal Neighbors, Bismarck; secretary- 
treasurer, Cora C. Newman, A. O. U. 
W., Fargo, re-elected. 

Judge James Morris was toastmaster 
and Mayor Churchill gave a welcome 
which was responded to by M. D. An- 
derson of A. O. U. W. 

The theme was the getting out of 
larger numbers at day-time business 
sessions, and a resolution was passed 
recommending that each supreme goy- 
erning body ask each local lodge to send 
one or more representatives to attend 
congress meetings in order to promote 
local lodge or organization welfare and 
increase the strength and influence of 
the congress. 

There was a varied entertainment 
program with vocal selections, marimba 
and piano solos and dances. 

Mrs. Hovell spoke on “Life Insurance 
Dollars in Action” and Mrs. Hannah 
Harris, Degree of Honor, reported on 
National Fraternal Congress activities. 


Commissioner Krueger Talks 


Commissioner Krueger said he was 
impressed with the methods of frater- 
nals in adopting ways of progress to 
greater security of contract fulfillment. 
The approach of fraternals to scientific 
analysis and adjustment of contributions 
to legal reserve methods was slow and 
studied. 

So long as the management of frater- 
nal societies continued to maintain the 
original purpose and prime object of 
the existence, they will deserve the spe- 
cial privileres and exemptions which 
have been given them, he said. ‘“There- 
fore I wish to persuade you not to 
lose sight of the purpose as weaker 
managements have done before you. 
Don’t give up because of heavy purely 
business competition and become a truly 
business organization.” 

Just as it took a long time to educate 
the fraternal managements to. supple- 
ment the assessment privilege with the 
buffer power of legal reserves or money, 
against financial and mortality fluctua- 
tions, it will take time to educate the 
buying public to the resulting flexible 
contract fraternals have to offer. 








Wargovich Heads Pa. Congress 


M. J. Wargovich, First Catholic Slo- 
vak Union, was elected president of the 
Pennsylvania Fraternal Congress at the 
meeting in Pittsburgh. Vice-presidents 
named were C. F. Wilmeth, Jr., Junior 
Order of United American Mechanics; 
and John Ejibeck, Catholic Knights of 
St. George; and secretary, Miss Louise 
Patrick, Woodmen Circle. 





Sixteen New F. I. C.’s 


The Fraternal Field Managers Associ- 
ation announces that the Fraternal In- 
surance Counselor designation has been 
awarded to 16 fraternalists, increasing to 
283 the number of F. I. C.’s. 

The new F. I. C.’s are: Frank M. 
Kay, Independent Order of Foresters; 
Herbert C. Knudsen, Lutheran Brother- 
hood; Edward F. Powers, Mrs. J. C. 
Keith, Edgeworth Whitecotton, Jr., 
Maccabees; Vance R. Watson, Angelo 


E. Granata, Woodmen of the World of 
Denver; James K. Wolverton, R. E. 
Sigmon, J. E. Long, O. A. Bowen, Ber- 
nard Thickman, D. B. O’Connor, Wood- 
men of the World of Omaha; Abbie E. 
Holden, Mrs. Mary Boggs, Woodmen 
Circle; Frank Joseph Cher, Verhovay 
Fraternal Insurance Association. 





Old W.O.W. Members Are Honored 


The combined camps of W. O. W. 
Omaha, in Houston honored 310 mem- 
bers for long membership. R. E. Miller. 
national vice-president, presented gold 
pins for 50 and 25 years membership. 
Tohn W. Wahl of San Antonio, J. R. 
Sims, Dallas; S. C. Findley, Brown- 
wood, and H. R. Stuart, Corsicana, as- 
sisted Mr. Miller. Twenty members won 
50 year pins and 290 the 25 year pins. 





A bronze plaque in honor of William 
A. Fraser, second president of Wood- 
man of the World Life, who died in 
1932, was unveiled at Mr. Fraser’s tomb 
in Oakland cemetery, Dallas. Dr. Em- 
mett Bradshaw, board chairman, paid 
tribute to Mr. Fraser. 








Double Indemnity Issue 
to U. S. Supreme Court 


WASHINGTON—General American 
Life has filed brief in the U. S. Supreme 
Court opposing petition of Central Na- 
tional Bank, Cleveland, trustee under 
agreement with Edwin G. Thompson, 
deceased, for a writ to review decision 
of the sixth circuit court of appeals. 


Question involved is whether the 
trustee-beneficiary is entitled to recover 
double indemnity on account of 


Thompson’s death. 

Thompson was shot and killed by 
Bryson Corbett, employe of Clinton P. 
Anderson, Albuquerque, insurance 
agency head and now Secretary of Agri- 
culture, in Corbett’s home after threat- 
ening to beat Corbett. Thompson had 
demanded of Anderson that he discharge 
Corbett or tell him to divorce his wife, 
with whom Thompson was having an 
affair, according to General American, 
Corbett had warned Thompson he 
would shoot him if he came to the 
house. Anderson had told Thompson 
Corbett would shoot, but had offered to 
bring the two together to discuss mat- 
ters. 

The case has been in the courts sev- 
eral years, having had three trials, 
been appealed and heard several times. 
The appellate court directed the district 
court to dismiss the action. Corbett 
was acquitted of homicide. 





Canadian War Risk Extension 


The Canadian government announces _ 


a further three-month extension of gov- 


Divorce Doesn't Kill 
Beneficiary Designation 


A divorced husband, who was the ben. 
eficiary of his ex-wife’s policy in Egquj. 
table Society, successfully defended hig 
right to take the proceeds upon the ip. 
sured’s death, against the claim of q 
cousin of the insured who was the con. 
tingent beneficiary, the Iowa supreme 
court having rendered a decision in his 
favor. 

The assured was Elma P. Edgington, 
the beneficiary was Joseph P. Edgington 
and the contingent was Elva Slacks. 
Figi. 

The cousin alleged that it was the in. 
tention of the insured thrt if she died 


Pret 
Pen: 
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leaving no husband, the proceeds should NEW 
be paid to the cousin; also she alleged § portion 
that by reason of the divorce and the§ quring 
provisions of the Iowa code, the hus. : 
band forfeited any right that he had ing q™estion 
the policy. whether 
The lower court sustained a motionto ® under r 
strike all reference to the divorce and and wh 
the supreme court said that its rule, and derine 1 
which is also the rule apparently in all 8 : 
other jurisdictions except Kentucky and of the f 
Texas, is that a life insurance policy or § cial sou 
iginally valid does not cease to be so by normal 
rerson of the cessation of the insurable} agement 
interest or relationship of the beneficiary pay sho 
in the meantime. The lower court wa institute 
correct in striking all reference to the should | 
divorce proceedings. times, a 
The cousin cited the section of the member 
Iowa code that provides that when adi} of Woo 
vorce is decreed, the guilty party forfeits} New Yo 
all rights acquired by the marriage, and A furt 
she wanted to try to prove that the hus-@ for the 
band was the guilty party despite the pension 
fact it was an uncontested proceeding. § of social 
The supreme court expressed the belief} widely : 
that this statute has no application to forced tc 
the present situation. The insurance alrea 
contract was for the benefit of a third fits throu 
party beneficiary. The only right which® with per 
Joseph Edgington obtained by his mat-§ funds shi 
riage in regard to the policy was that of ently to 
having an insurable interest. He had 108 of incre: 
rights in the policy itself inasmuch a managed 
the insured reserved the right to change costs ten 


the beneficiary, etc. 
Whitney, Whitney & Stern of Storm Benefits | 
Lake appeared for the cousin .and Gar- 





field & Baker of Humboldt was attorney a} 
for Edgington. are not o 
. former 

" avo 
Agents’ Bosses Purdue Guests Source: 
The general agents and managers olf ata rate 


the agents that are attending the first] with the 
class of life insurance marketing at Pur was form 
due University have been invited to take} ditions th 


» part in meetings at the university Dec§ a modera 
5-6 and to observe the operation. Ati a great n 
luncheon meeting Dec. 6, Wendell F§ contribut 
Hanselman, Union Central, president} safeguard 
Life Insurance Agency Management As§ the plan « 


sociation, will give a talk. The agency burdenso: 





ernment war risk insurance policies. heads will attend some of the classes need to 1 
Originally due Aug. 1, the policies were conducted by A. R. Jaqua, director, om “It has 
extended to November and now, without the project, and Hal L. Nutt, his assist the start 
payment of further premiums, they have ant, and will hear talks by some of the the theo: 
been extended into February. other members of the faculty. ot care 
this study 
fits from 
directly t¢ 
a of tl 
e g§00d man 
a 

FOR SALE: Happiness! (scvva 
hag any 
Our field men sell more than safe life insurance pro-_ ff tig ¢° ve 
; . th : 
tection. With each insurance certificate, they also offer |} benefrs”” 

Fi : lar 
every Woodmen member the opportunity toenjoy many [enjoy Poe 
; P ‘ F that 
hours of happiness by taking part in fraternal, social |} desi; 

etna sibel h 
and civic activities of the local Woodmen Camps. Reeion. 
agement f 
€xpansion. 
WOODMEN OF THE WORLD j{.27' 
tirement f 
H H Payment y 
Life Insurance Society bey get 
the ch 
OMAHA, NEBRASKA ly. Whe 
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Predicts War-Time 
Pension Plans Will 
Stay in Force 


Evelyn Davis, Consulting 
Actuary, Says Most Are 
Conservative in Benefits 


NEW YORK—Because a large pro- 
portion of pension plans were set up 
during recent high-earnings years the 
question has frequently been raised 
whether these plans will be continued 
under more normal earning conditions 
and whether new plans will be installed 
during the coming years. An appraisal 
of the factors which make for the finan- 
cial soundness of pension plans under 


normal conditions and the value to man- 
agement of continuance of retirement 
pay shows that the majority of plans 
instituted under the present revenue act 
should be able to continue in normal 
times, according to Evelyn M. Davis, 
member of the consulting actuarial firm 
of Woodward, Ryan, Sharp & Davis, 
New York City. 

A further reason cited by Miss Davis 
for the continuance and extension of 
pension plans is that as the inadequacy 
of social security benefits becomes more 
widely realized these benefits will be 
forced to a bieh-r level «nless industry 

already provided supplemental bene- 
fits throug CUuipally pias. Experience 
with pension plans financed by public 
funds shows that the costs tend consist- 
ently to rise over the years in the form 
of increased taxation, while privately 
managed plans can be financed so that 
costs tend to decrease over the years. 


Benefits not Excessive 


“The majority of the plans we have 
reviewed provide average benefits which 
are not out of line with benefits provided 
in former years,” said Miss Davis. “The 
favorable tax provisions have influenced 
employers to contribute for past service 
at a rate which compares very favorably 
with the rate at which the past service 
was formerly paid off. Under these con- 
ditions the future normal cost will be at 
a moderate proportion of payroll. Since 
a great many of the new plans are non- 
contributory employers have the added 
safeguard at their command of making 
the plan contributory later and thus less 
burdensome at a time when they may 
need to reduce contributions. 

“It has been our observation that at 
the start of a plan management studies 
the theory of pension financing with 
great care. The knowledge gained from 
this study of the value of pension bene- 
fits from a personnel standpoint leads 
directly to careful planning for continu- 
ance of these benefits in the interest of 
good management. 


Snowball Effect 


“In any program of deferred benefits 
such as a pension plan it requires a pe- 
tiod of years before the beneficiaries of 
the program realize the extent of their 
enefits. Once, however, a moderately 
large proportion of employes begin to 
enjoy retirement pay it can be expected 
that others who witness this security will 
desire similar security for themselves. 
he more pension plans in existence 
therefore the more will be the encour- 
agement for their continuance and their 
expansion. 

_Employes educated to the value of re- 
lirement pay will consider this form of 
Payment when seeking employment. As 
ey get older they will be reluctant to 

the chance of having this retirement 
pay. Where a pension plan exists, there- 
Moportion of the experienced workers 





who make up the core of his team to 
remain in continuous service. 

The more money that is deposited at 
the start to take care of older employes, 
and over a period of high earnings the 
greater chance the plan has for continu- 
ance, according to Miss Davis. Some 
employers deposit the entire past serv- 
ice reserve at the start and credit tax 
deductions as they accrue. The higher 
the sums deposited at the start the lower 
the annual yearly requirements for future 
service, because of interest accumulations. 
For the type of benefits used by the vast 
majority of the plans, the ultimate nor- 
mal rate of contribution is one which 
most employers can readily afford during 
normal years or over any reasonable 
average of good and poor years. By 
conservative financing in good years the 
ultimate cost can be reduced to neg- 
ligible amounts. 


Insurers Compare 
Notes on Guertin 
Law Possibilities 


Companies these days are busily en- 
gaged in comparing notes wqith each 
other as to the precise basis the various 
institutions intend to adopt in giving 
effect to the Gurtin legislation. Partic- 
ular interest is exhibited in what inter- 
est factor the various companies intend 
to use in calculating premiums, policy 
values and reserves. 

There has been some informal ques- 
tionnairing of companies and this has 
revealed that very few companies have 
finally decided on what move they shall 
make. A number of companies have ten- 
tatively made a decision. A good many 
intend to use a straight 2% interest fac- 
tor for premiums, policy values and re- 
serves. There are a number that tenta- 
tively have decided to use a 244% factor 
across the board. Some companies do- 
ing both a participating and non-partici- 
pating basis intend to use 244% for par- 
ticipating and 3% for nonpar business. 
One or two companies lean to a 2%4% 
factor as Mutual Benefit has done. At 
least one company intends to use 2%% 
for premiums and 214% for policy values 
and reserves. 

The fact that consideration is being 
to 244% has aroused a good deal of in- 
terest on the part of actuaries. Some of 
the actuaries say that the interest fac- 
tor that is used is at best only a rough 
approximation and an attempt to call 
the turn precisely by the use of an odd 
factor such as 244% is an over-refine- 
ment. However, a few of the conipa- 


White Collar Workers 
Good Prospects Now 


Agency executives who have sur- 
veyed the field carefully believe that 
the best bet for life insurance producers 
today is to work among the white col- 
lared men and the high class juvenile 
aspects. White collared men have come 
into clover recently. Most of them 
have not been able to set salary in- 
creases because of the red tape in get- 
ting authorization to make the increase 
from Washington. Very often such ap- 
plications were turned down. 

Now that wage and salary controls 
are eased thousands of prospects are 
receiving salary increases. 


Juvenile Risks Desirable 


High class juvenile risks are very 
desirable. Executives advise agents to 
canvass the field thoroughly. A father 
who is a successful man can be ap- 
proached on the advantage of an in- 
come policy purchased for the benefit 
of the child. The fathers can do some- 
thing now that the boy cannot in later 
years. By purchasing a certain amount 
of insurance that matures at age 60 for 
example, he can provide a youngster 
with a life-time income. Because of the 
low interest rate it takes more money 
now to provide an income of $100 a 
month than it did, say 15 or 20 years 
ago. The best interest rates that can 
be gotten is about 244%. Therefore the 
size of juvenile policies must be in- 
creased to provide the difference. 

There is no likelihood of interest 
rates going up and there is no prospect 
of drastic income tax reductions. It will 
be difficult for young men in the future 
to accumulate a financial backlog but 
through juvenile insurance the father 
can render great assistance to his boy 
at a small current outlay. 





Hear Woman Advertising Manager 


At the November meeting of the 
Keystone Group of the Life Advertisers 
Association, Miss Clara H. Zillessen, 
advertising manager Philadelphia Elec- 
tric Company, spoke on “Corralling the 
Consumer.” Miss Zillessen, the only 
woman advertising manager of a public 
utility in America, drew an analogy be- 
tween the sale of electric service and 
of life insurance, pointing out approaches 
in advertising both intangibles to a mass 
market. 








nies apparently are convinced that 2%4% 
represents pretty exactly what can be 
expected in the way of interest in the 
years ahead and are prepared to act on 
that conviction. 
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“Of course if you don’t have the cash, a check will be satisfactory. for the first 


premium.” 


Ninety- Six 








Mrs. Christena Ganion, long-time resi- 
dent of Peoria, Ill., is here receiving the 
proceeds of a 37-year-old policy in Alli- 
ance Life on her 96th birthday. 

Mrs. Ganion was born in Germany 
and came to the United States when she 
was 38 years old with her husband and 
their three children, all of whom are now 
living. She has 17 grandchildren, 23 
great-grandchildren, and one great-great- 
grandchild. Although confined to a 
wheel-chair for a number of years, Mrs. 
Ganion is otherwise in excellent health 
for her years, friendly and cheerful, and 
maintains a keen interest in current 
events. 


Receives $736 Additions 


Mrs. Ganion’s policy was assumed by 
Alliance Life when it took over the obli- 
gations of Peoria Life. Frank Shimmin, 
Alliance general agent (left), and B. T. 
Kamins, vice-president and agency di- 
rector of Alliance Life, presented Mrs. 
Ganion with a check for the full face 
amount of $1,000 plus $736 of additions 
accumulated when Mrs. Ganion attained 
her 96th birthday. 





M. M. Goldstein to Discuss 
Overhauling Pension Plans 


NEW YORK—“Overhauling Pension 
and Profit-Sharing Plans” will be dis- 
cussed by Meyer M. Goldstein, director 
of Pension Planning Company, New 
York City, at the morning session of the 
American Management  Association’s 
financial conference Dec. 6 at the Hotel 
New Yorker. 

Mr. Goldstein, who is also general 
agent of Connecticut Mutual Life, will 
cover the 14 major points which are 
asked by finance officers of corporations 
in connection with the overhauling of 
existing pension and profit-sharing plans 
—or in connection with the establish- 
ment of new plans. These are: (1) Does 
our company have any financial prob- 
lems resulting from our company’s per- 
sonal policy with reference to (a) Long 
service superannuated employes? (b) 
Disabled employes? (c) Severed em- 
ployes? (d) Dependents of deceased 
employes? (2) How would these finan- 
cial problems be solved through an em- 
ploye benefit program? (3) Is our em- 
ploye benefit program successfully solv- 
ing these problems? (4) Can we afford 
to include a pension plan, a profit-shar- 
ing plan, or both in our employe benefit 
program? (5) Direct current costs of 
our employe benefit program? (6) In- 
direct current costs of our employe ben- 
efit program? (7) Estimated subsequent 
years costs of our employe benefit pro- 
gram? (8) What about years of bad 
business? (9) Labor relations? (10) 
Management relations? (11) Stock- 
holder relations? (12) Public relations? 
(13) Government relations? (14) Fund- 
ing methods? 





Fred L. Ottenheimer, Chicago general 
agent of Lincoln National Life, is again 
back at his desk after an illness of 7% 
months. 





An aid to hospitalization sales—the 
Hospitalization folder. Get samples from 
The A. & H. Bulletins, 420 BEB. 4th St., 
Cincinnati 2, Ohio. 
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How Army Is Presenting NSLI - 


(CONTINUED FROM PAGE 1) 





that was charged on the original 5-year 
level-premium term policy, applying 
during three year extension. The vet- 
erans administration has held under this 
law that NSLI policies “issued on or 
before Dec. 31, 1945” mean those poli- 
cies applied for and made effective prior 
to that date, and it is only to these poli- 
cies that the three year extension is ap- 
plicable. 


Adjustments in Dividends 


While the premium rate under the 
extension remains the same so far as 
the policy holder is concerned, the 
premium rate actuarially, will be higher. 
Under the circumstances, therefore, the 
veterans administration has the right 
and power under the law to make nec- 
essary adjustments in reserves and 
dividends. 

Applications for new NSLI made on 
or after Jan. 1, 1946 will be considered 
only for the five year term originally 
contemplated by the act of 1940 and will 
be issued at the premium rate applying 
The first 
policies issued under the act of 1940, 
started to expire in October, 1945. This 
was pointed out to Congress earlier 
in the year with the resultant passage 
of public law 118. 

Without such automatic extension, 
premium rates would have had to be 
changed and this in turn would have 
necessitated changes in class N allot- 
ments, so called, which had been made 
by service personnel out of their pay 
in order to take care of their premiums. 
To accomplish such change, it is said, 
individual action by service personnel 
would have been necessary. That is, 
larger amounts of their pay could not 
have been retained for NSLI premiums 
without their individual consent. To 
obtain such consent, men would have 
had to be followed and located all over 
the world, presenting an immense prob- 
lem, and the changing of War Depart- 
ment records would have been a terrific 
clerical headache. All this was by- 
passed when Congress authorized an 
extension of insurance for three years 
at the prevailing premium rates. 


Increasing Coverage 


In connection with public law 118, 
the army, as indicated, is inviting the 
attention of men in the process of de- 
mobilization to the opportunity  of- 
fered by that law if they wish to in- 
crease their coverage on a term basis. 
It is being pointed out that this oppor- 
tunity is limited to only those policies 
applied for and made effective on or be- 
fore Dec. 31, 1945. If application should 
be made on this basis, for example, for 
an additional $5,000, a service man could 
have the benefit of additional term cov- 
erage for as long as a total of eight 
years from the present fall or early 
winter (until Dec. 31) until 1953. 


In connection with the claims of dis- 
abled military personnel, it is pointed 
out in War Department circular 280 
that “many insured military personnel 
are now eligible for waiver of premiums 
because of total. disability and _ that 
claims for such waiver are to be pro- 
cessed promptly.”** This circular sets 
up procedures for expediting such claims, 
which are in ad#bhition to steps previously 
taken toward® this end, it is stated. 
“Individuals who have been hospitalized 
for six consecutive months are usually 
eligible for waiver of premiums,” says 
the circular, and “should be given op- 
portunity to file claim therefor.” 


Reports by Hospitals 


The circular then goes on to tell army 
life insurance officers how to proceed, 
where to get information required by the 
veterans administration and what hospi- 
tals shotld do in this connection. 
Provision is also maéd®. for periodic re- 
ports by hospitals and for submission 
of statistics in connection with premium 
waiver claims. Insurance officers charged 
4, administration of this activity 


plete information promptly to the vet- 
erans administration in order that that 
agency may take speedy action on the 
claim. 

In waiver cases, it is pointed out, 
any premiums that may have been paid 
during the period of total disability are 
refunded. 

In addition to waiver of premium 
problems, circular 280 deals with two 
other matters which it describes as 
“presently acute.” These are concerned 
with the changing of beneficiaries and 
the lapsing or reduction of NSLI. 

“Evidence is increasing,” says the 
circular, “that the beneficial interests 
of many insured military personnel have 
changed but that corresponding altera- 
tions have not been made in beneficiar 
designations.” : 


Accomplishing Basic Purposes 


The circular points to the importance 
of promptly changing beneficiaries 
where such is required, of bringing this 
matter to attention of insured personnel, 
and rendering assistance to effect de- 
sired changes “in order that the basic 
purposes of the insurance will be ac- 
complished.” 

Thus, for example, many soldiers 
have married since they took out NSLI 
policies in which their mothers may 
have been named as beneficiaries. Now, 
they may wish to name their wives, 
instead of their mothers, it is suggested. 
Again, many soldiers have become 
fathers since taking out NSLI, and their 
children may be named as contingent 
beneficiaries, if desired. 

In connection with the lapsing and 
reduction of NSLI, the circular says 
personnel “should be encouraged to 
again become insured for the maximum 
amount of which they are in need,” 


and it is added that “facilities for this 
purpose are of prime importance.” 

It is believed, therefore, that as the 
armed services’ program of education 
and servicing during demobilization 
swings into high gear and discharged 
veterans become more cognizant of the 
real advantages of NSLI, it is possible 
that the present favorable percentage— 
33% retaining it in term or converted 
form—will continue or even _ increase, 
thus making of the veterans administra. 
tion perhaps the largest peacetime car. 
rier of life insurance in the history oj 
the world. 


Wis. Life Michigan Agency 
Holds Victory Dinner 


Wisconsin National Life representa- 
tives held a Michigan victory dinner at 
Lansing, attended by 81. 

M. S. Kirkpatrick, Michigan superin- 
tendent of agents, presided. G. A, 
L’Estrange, vice-president and agency 
director, thanked the representatives for 
the fine tribute to him during October, 
which was “L’Estrange Appreciation 
Month.” It was the largest single month 
in both life and accident and health new 
business in the history of the company, 


Speakers, Prizes on Program 


A. L. Senderhauf, agency assistant, 
discussed National Service Life Insur- 
ance and also announced the annual Wis- 
consin National turkey contest, Noy, 
10 through Dec. 10. A. G. Hambaun, 
field supervisor, gave a very interesting 
discussion on “The Paymaster Plan.” 

Special prizes went to Maurice L. 
Faupel, Ypsilanti, for largest volume of 
life production in October; LeRoy C. 
Wolf, Lansing, for the largest volume of 
new accident and health premiums, and 
Joseph A. Day, Ypsilanti, largest volume 
of business turned in at the victory din- 
ner. 
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dp Larger Profits: / 


“How to Offset the LOSS 
of a KEY MAN” 





OFFSET THE LOSS | - 
ated | An Illustrated Brochure 


H. P. GRAVENGAARD 
Associate Editor 
Actual Size’81/, x 11 THE DIAMOND LIFE BULLETINS 


ENTHUSIASTICALLY ACCLAIMED BY ALL WHO HAVE SEEN IT! 


IT FIXES THE PROBLEM DEFINITELY 
AND PRESENTS THE SOLUTION CLEARLY 


New and Striking Pictures Illustrate Each Essential Point 


Comment by a Company Leader: “It’s The Best And Most 
Attractive Key Man Sales Aid I’ve Ever Seen.” 








Its 1. A powerful help for a sales interview. 5. A basic outline for agency meetings and clinics. 
Uses: 2. A pre-approach mailing piece. 6. An attractive prestige-building gift to Trust 
3. A gift or loan to a prospect to prepare Officers, Attorneys and Accountants. 

for, or supplement, an interview. 7. An easy and effective method for Companies and 
4. A ready-reference section for your Agencies to introduce the subject of Key Man 
sales kit. Insurance to Agents. 


This Powerful Sales-Maker Will Help You Make More Money! 


ORDER YOUR SUPPLY TODAY! 


PCW eae eas toe $1.00 25 copies, each ........ $0.70 500 copies, each ....... $0.55 
S copees, C40 5... vs 80 50 copies, each ........ 65 1000 copies, each ....... -50 
10 copies, each ......... aa 100 copies, each ........ .60 2000 copies, each ....... 45 


THE DIAMOND LIFE BULLETINS 


A National Underwriter Publication 
420 EAST FOURTH ST. «© CINCINNATI 2, OHIO 
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- you have a boy or girl who’s just at the want- 
everything-they-see age, maybe what my father 
had to say about the dancing clown will help — 

I wanted that clown. In fact, if I was to live 
through the day, I had to have it. But my father 
was evidently willing to trifle with my longevity 
for the clown remained in the toy department. I 
did, however, look like : was going to die all the 
way home. 

“]’ll tell you what we’ll do,” my father an- 


nounced that night at dinner. “We'll start a Want . 


Book. Whenever you want something, we’ll enter 
it in the book along with the date you first want it. 
Thirty days later we’ll take a look at the book and 
if you still want it then, we'll get it! Now we'll 
start with the dancing clown!” 

You know what happened. My father saved a 


SZ) 


lot of money—and I got the things I really wanted. 
That was my first lesson in values. My second 
lesson came sometime later. 

“Look,” my father said, “you don’t have to put 
life insurance in the Want Book! That’s some- 
thing most everybody needs all the time. But here, 
too, there’s a difference. I used to help you distin- 
guish between those things you really wanted and 
other things which were merely passing whims. 
In life insurance, it’s doing something about it that’s 
of first importance, and that leads to making a 
decision between life insurance companies.” 


WHY NORTHWESTERN MUTUAL 


The difference between life insurance companies 
is of vital importance when planning or buying 
the kind of independence that only life insurance 


brings. Do these two things: (1) see your North 
western Mutual agent and let him tell you what 
that difference means to you; and (2) talk with 
any of our policyholders, for they can tell you) 
why no company excels Northwestern Mutual in} 
that happiest of all business relationships — old) 
customers coming back for more. 
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| ual me ae 


MILWAUKEE 2. WISCONSIN 
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